A Q&A with Charles Simonyi, the intentional programmer. Sun wants a big slice of services. 


COMPUTERWORLD 


THE NEWSPAPER FOR IT LEADERS = WWW.COMPUTERWORLD.COM DECEMBER 9, 2002 = VOL 








NEWSPAPER 


Anthony King: Technology used by Ventana’s remote workers is “very, very cool.” 


Far From the 
MOTHER SHIP 


ANTHONY KING, director of software and engineer- 
ing systems at Ventana Medical Systems, has tak- 
en the angst out of remote programming. He’s im- 
plemented Web-based technology 
that gives at-home developers secure 
and reliable access to all the systems 
they would have at headquarters. 
And IT managers discuss how messages that 
aren’t exchanged face to face can be easily mis- 
understood. That potential problem makes pre- 
cise and diplomatic communications with remote 
employees paramount. STORIES BEGIN ON PAGE 47. 
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IBM Drops Mainframe 
License Manager ‘lool 


Users criticized tool intended to ease billing by 


monitoring compliance and software usage 





BY JAIKUMAR VIJAYAN 
Succumbing to pressure from 
users, IBM has quietly aban- 


doned plans to deliver a main- 


frame software license man- 
ager tool that would have en- 


forced better user compliance 


with the company’s license 
terms while also enabling 
lower-cost pricing options. 
Analysts said the company’s 
decision to abandon the IBM 
License Manager tool is good 
news for users. 


| 
| 
| 
| 
| 


The decision means zSeries 
mainframe users, who would 
have been required to use ILM 
upon its availability, no longer 


| have to worry about the ex- 

| tended implementation time 

| and heavy administrative bur- 
| den it would have imposed, 

| analysts said. 


The move also eliminates 
the concern that the tool 
could be used to shut down 


| software at user sites for fail- 


ure to comply with license 


$100M Apps Project Snarled 


, Cial results in October. The 


Insurer, CSC struggle 
to get custom claims 
software to work 


BY MARC L. SONGINI 

The fate of a stalled business- 
applications development 
project that has already taken 
five years and cost nearly 


$100 million remains in limbo, 


with the insurance company 
that commissioned the cus- 
tom software saying it is con- 
tinuing to explore its options. 
21st Century Insurance 
Group in Woodland Hills, 
Calif., said it’s working with 
IT services firm Computer 
Sciences Corp. to resolve the 
problems that are hampering 
the applications. But the in- 
surer said it’s also exploring 
possible alternatives to the 
CSC-developed software. 
The problems first came to 
light when 21st Century re- 
ported its third-quarter finan- 


insurer said then that it was 


| writing off $24 million worth 


of previously capitalized soft- 
ware costs after determining 
that “material components” of 
the system weren’t perform- 


| ing at the levels required to 





support the company’s entire 
business operations. 
Doug Howell, 21st Centu- 


Project Problems 
® 21st Century Insurance began its 
software development project 
five years ago and has spent 
about $100 million thus far. 





Would have taken too long to 
implement. 
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| terms, the analysts added. 


IBM's about-face is “an al- 


| together excellent thing for 
| users,” 
| Parallel Sysplex manager at 
| Hewitt Associates LLC, 
| man resources outsourcer in 
| Lincolnshire, Ill. 


said Dan Kaberon, a 


a hu- 


“IBM realized that it cannot 
IBM Licenses, page 65 


‘Feds Probelt 


Sector Links 


'Toal-Qaeda 


| Specter of terror-related 
2Ist Century, page 16 | . : : 
| front companies raised 


by raid on software firm 


BY DAN VERTON 
Last week’s raid of a Massa- 
chusetts-based software firm 
suspected of having links to 
al-Qaeda signals a broadening 
of the FBI’s antiterrorism ef- 
fort. Investigators are looking 
beyond nongovernmental or- 


ganizations and charities to 


corporate America, including 
the IT industry, experts close 


| to the investigation said. 


Al-Qaeda, page 14 
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in the midst of chaos. 
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Focus on the best in network security, 
every step of the way. 


Start with a secure foundation. 

Our operating system, IPSO, is built from the ground up for 
security. It eliminates many vulnerabilities common to general- 
purpose servers, and also incorporates our patented IP Clustering 
technology. Multiple Nokia security appliances can be lin 

as one, on the fly, for new levels of performance, reliability 
and scalability 


Integrate the best in network security expertise. 
Partners like Check Point Software Technologies, Internet Security 
Systems and F5 help us deliver the full capabilities of their V 
firewall, intrusion protection, and Internet traffic man 
applications. Our continuing deep collaboration also 

abreast of changing threats and erates the development 
of new products, to help our customers meet both external 
and internal threats with greater peace of mind. 


Nokia security appliances are compatible with any 

IP network. 

Whether you're extending VPNs to remote offices, business 
partners and traveling employees, or improving the security of 
central offices and data centers, Nokia security appliances can 
answer your needs. To download case studies, specifications 
and more, just visit www.nokia.com/ipsecurity/na. 
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WARNING! Web pages, executables and 
other attachments may contain viruses 
that can be harmful to your computer. 


What would you like to do with this file? 


| | Open 
| | Save to disk 


| Relax completely because you are 
protected by eTrust” Antivirus, which 
keeps your computer and network safe 
from even the most malicious virus 
threats. 


Protect your business with eTrust”. 
For more information, visit 
ca.com/etrust/antivirus 
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Recovery on the Cheap 

In the Management section: Learn 
how to cut costs while still safe- 
guarding mission-critical data in 
the event of a disaster. Page 52 
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Collaboration Gets It Together 


In the Technology section: Collaboration tools 
are finally maturing. They now enable the 
creation of true virtual workspaces that can 
replace face-to-face meetings and streamline 
workflow. Page 29 
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10 On the Mark: Mark Hall takes a 


NEWS 


_ TECHNOLOGY 


6 Sun Microsystems has a plan 32 Q&A: The Intentional Pro- 


to better align itself with 
users’ TCO requirements. 


AT&T, IBM and Intel unveil 
plans for a nationwide Wi-Fi 
“hot spot” network. 


Securities regulators crack 
down on five Wall Street 
firms for failing to properly 
save e-mail messages. 


Microsoft’s hopes of ending 
one of its legal battles are 
dashed when two states 
decide to continue the anti- 
trust case. 


An American Bar Association 
vote could play a key role in 
determining UCITA’s fate. 


Merrill Lynch undertakes a 
massive desktop upgrade and 
server consolidation project. 


Cisco fights back against 
the view that its products 
cost too much. 


PeerDirect Corp. is readying 
a formal rollout of data repli- 
cation software that Bank One 
is currently using to send info 
from branch offices to its data 
centers. 


The FTC is expected to OK 
the creation of a national do- 
not-call list to help consumers 
block telemarketing calls. Any 


grammer. Microsoft’s former 
chief architect, Charles Si- 
monyi, has embarked on a 
venture to make designing 
and implementing software a 
more efficient process. 


36 Hands On: Palm’s Executive 
PDA. The Tungsten models 
are pricey, but they’re almost 
good enough to win over our 
reviewer, a Pocket PC fan 


38 Future Watch: Autoimmune 
Computer Systems. We need 
computer security systems 
that devise their own defenses 
on the fly, say researchers. 


40 Security Journal: Planning for 
a Metro-Area Armageddon. 
Vince Tuesday scrambles to 
improve existing fail-over sys- 
tems — and bring a new re- 
mote site online. 


MANAGEMENT 


47 Remote Toolbox: Far From 
the Mother Ship. How IT 
managers at three companies 
support remote workers. 


50 Remote Toolbox: Distant 
Messages. Sure, technology 
is key, but precise, diplomatic 
communication is paramount 
in bridging the physical gap 
between IT managers and 
remote workers. 


look at the battle brewing in 
the eight-way server market. 


24 Patricia Keefe sees technol- 


ogy as fast becoming the first 
interface with customers. But 
this move could torpedo busi- 
nesses’ efforts to get closer 


to them. 


Pimm Fox says you don’t have 
to listen to Bill Gates, even 
though the courts granted Mi- 
crosoft a monopoly position. 


5 Michael Gartenberg believes 


that frequent meeting-goers 
will get an immediate produc- 
tivity boost from Tablet PCs. 


| Nicholas Petreley writes that 


both sides are wrong in the 
digital copyrighting debate. 


5 Bart Perkins advises IT man- 


agers to develop contingency 
plans for their most critical IT 
suppliers. 


5 Frankly Speaking: Frank 


Hayes contends that ROI 
shouldn't be the sole criterion 
for giving an IT project a 
thumbs up or thumbs down. 
In fact, you might pony up 
more money in the long run if 
a project gets shot down be- 
cause the ROI looks bad. 


Combating Coding Errors 
KNOWLEDGE CENTER: Don’t think of errors as 
problems, but as opportunities to improve 
your code to ensure that finished projects 
function correctly, writes Steve Adcock. 
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The Business of Security 
KNOWLEDGE CENTER: As the information se- 
curity market matures, new kinds of prod- 
ucts in areas such as identity and security 
management and interoperability are ex- 
pected to lead the way, says contributor Mark 


Willoughby. QuickLink 34890 


Development Bookshelf 
KNOWLEDGE CENTER: Check out recent 
books on development, ranging from Java to 
-Net to C#. QuickLink 34885 


Demonstrate IT Value 

WEB SEMINAR: Get tips on aligning your IT 
department with corporate financial and 
strategic goals in this seminar sponsored by 
BetterManagement.com. QuickLink a2760 


Desktop Ready? 

FORUM: Is Linux ready for the corporate 
desktop? If not, what’s missing? Weigh in on 
the debate in our discussion forum. 
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Love Your Job? 


Nominate your company for our 10th Annual 
Best Places to Work awards. QuickLink a2780 
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move on spam, however, 
could take years. 


Newsletter Subscriptions 


54 Not So Fast: Promoting 


An ICANN task force is look- 
ing for ways to ensure the 
accuracy of domain name reg- 
istration data. 


young talent too quickly can 
result in IT managers who 
lack people skills, writes 
Kathy E. Kram in this month's 
Harvard Business Review. 
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IBM, Rational Ink 
$2.1B Buyout Deal 


IBM announced a deal to acquire 
Rational Software Corp., a Cu- 
pertino, Calif.-based vendor of 
application development tools, 
for about $2.1 billion in cash. IBM 
said it plans to merge Rational’s 
business operations and 3,400- 
plus employees into its software 
group as a new division. The 
acquisition is expected to be 
completed next quarter. 


Oracle Upgrades 
Financial Apps 


Oracle Corp. this week plans to 
announce an upgrade of the fi- 
nancial applications in its E-Busi- 
ness Suite 11i software line. Ora- 
cle officials said Version 11.5.8 
adds a financial risk manage- 
ment module, self-service invoic- 
ing functions and a portal user 
interface for delivering personal- 
ized information to end users. 


MER 


PeopleSoft Plans 
New CRM Tools 


Oracle rival PeopleSoft Inc. to- 
day plans to introduce upgraded 
customer relationship manage- 
ment (CRM) software. Release 
8.8 adds tailored versions for the 
insurance, energy and high-tech 
industries plus six new CRM 
tools, PeopleSoft said. The roll- 
out is part of a wider applica- 
tions upgrade by the Pleasanton, 
Calif.-based vendor. 


Microsoft Modifies 


OS License Terms 


Microsoft Corp. detailed several 
licensing changes that will take 
effect with the release of Win- 
dows .Net Server 2003 and the 
operating system’s Terminal 
Server software. Users will be 
able to buy per-user client- 
access licenses in addition to 
the current per-device ones. 
However, Microsoft said, Termi- 
nal Server licenses will be re- 
quired regardless of which Win- 
dows client version is being used. 
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Sun Looks to Push 
‘TCO, IT Services 


NEWS 


New strategy aimed at meeting user 
demands, fending off competitors 





| BY JAIKUMAR VIJAYAN 
| AND CRAIG STEDMAN 


ACED WITH changing 
user requirements and 
stiff competition from 
rivals that offer much 


| more extensive IT services ca- 
| pabilities, Sun Microsystems 


Inc. is moving on multiple 


| fronts to change the image that 
| it’s a box peddler 


first and foremost. 
Sun in the coming 


| months plans to focus more 

| on technologies that are aimed 
| at reducing total cost of own- 

| ership (TCO) for users of its 


servers, according to company 
executives. For example, they 
said Sun next year will deliver 
new virtualization and grid 
computing technologies de- 
signed to help users take bet- 


| ter advantage of their IT infra- 
| structures. 


In addition, Sun last week 
detailed plans to offer higher- 
level consulting services and 
said it wants to take more of a 


| leadership role in helping 

users design and install com- 
plex systems. Until now, Sun 

has largely left that work to 
systems integrators — and to 

| rival server vendors such as 

| IBM and Hewlett-Packard Co. 

| The new plans follow moves 

made earlier this year to beef 

| up Sun’s software operations 

and to add new data 


iT SERVICES center management 


and Linux-based 
| desktop computing technolo- 
| gies [QuickLink 33036]. 
Sun’s attempt to expand its 
| horizons beyond server tech- 
nology is a good strategy, and 
| one that’s overdue, said David 
E. Lane, CIO at W. Pauley & 
Co., a fruit and vegetable dis- 
tributor in Corby, England, 
that runs its back-office appli- 
cations on Sun’s midrange 
servers. 
| “They seem to be headed in 
| the right direction,” Lane said. 
| “Sun’s always had very, very 
good hardware, but they need- 


Sun Services Unit Changes Its Ways 


BURLINGTON, MASS 
Sun Microsystems’ new IT ser- 
vices strategy includes two inter- 
nal steps: restructuring actions 
designed to improve coordina- 
tion within Sun Services, and the 
development of a knowledge 
management system that will 
store data about Sun's products 
and user installations of them. 
During a briefing at the com- 
pany’s offices here, Sun execu- 
tives said that the “intellectual 
property” information that’s put 
in the knowledge management 
system will be used to deliver 
new IT services. For example, 
Sun early next year plans to in- 
troduce an automated service for 


checking installed systems, in an 
attempt to find configuration er- 
rors and potential security holes. 
Patricia Sueltz, who took over 
as executive vice president of 
Sun Services in July, said the 
unit will also offer “some ves- 
tiges” of utility computing ser- 
vices within the next few months. 
Sun is still working on usage me- 
tering and more flexible billing 
capabilities, she said, “but I'm ex- 
pecting that I'll be rolling some- 
thing out early in 2003.” 
Internally, Sueltz has com- 
bined marketing and strategic 
planning operations for Sun Ser- 
vices’ three main businesses - 
customer support, training and 


ed to have more of a focus on 
software and services.” 
The new initiatives are part 
of a multifaceted strategy 
| aimed at better aligning Sun 
| with changing market condi- 
| tions and customer require- 
| ments, said Clark Masters, the 
vendor’s executive vice presi- 
dent of enterprise systems. 
“Two years ago, it was all 
about how quickly you could 
| deploy something,” Masters 
| said. “Now all the questions 
[from users] are about TCO 
and ROI and how to drive costs 
out of the IT infrastructure.” 
Sun’s efforts also reflect 
| the company’s need to rein- 
| vigorate its stalling business, 
| said Joyce Becknell, an ana- 
lyst at The Sageza Group Inc. 
| in Mountain View, Calif. But 
| one of the big challenges Sun 
will face as it tries to move 
up the IT value chain is the 
| fact that IBM and HP both 
| have far more resources to 
offer the kind of services Sun 
| now wants to deliver, Beck- 
| nell added. 
A key element of Sun’s new 
focus is its desire to get more 





professional services - under 
one executive. She has also filled 
seven of the 10 positions that re- 
port to her with new executives. 

In addition, Sueltz is pushing 
to ensure that common IT ser- 
vices methodologies are being 
used throughout Sun Services. 
That move is partly an attempt 
to make up for diminished re- 
sources following layoffs at Sun 
last month, she acknowledged. 

“Anytime you go through an 
11% reduction in force, like we've 
just done, it hits you hard,” Sueltz 
said. “You can’t do things the way 
you did before. What we're trying 
to do is take the practices that 
we've used and make sure we 
can use them more than once.” 

- Craig Stedman 
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SUN’S TO-DO LIST 


in technologies that 
rm R eee) cm Ulclg 
total cost of ownership. 


its IT services focus 
and take more of a lead role 
with users on large projects. 


more custom- 
configured bundles of hard- 
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market share in verti- 
cal industries such as health 
care, retail and government. 


| involved in helping corporate 


users with architectural de- 
sign and project planning. 


| “You'll hear Sun talk about 
| wanting to be more of a gener- 


al contractor,” Masters said. 


Necessary Move 


| During a briefing in Burling- 
| ton, Mass., Patricia Sueltz, ex- 
| ecutive vice president of the 


Sun Services unit, said that 
Sun doesn’t want to usurp the 
roles played by systems inte- 


| grators and IT consultants 

| such as Electronic Data Sys- 

|} tems Corp. and Accenture Ltd. 
| Sun will still rely on partners 


to do most of the hands-on 


| work, Sueltz said. But Sun Ser- 


vices now plans to offer users 


| a single point of contact on 
| projects, she added. 


Tom Kucharvy, an analyst at 


| Summit Strategies Inc. in 
| Boston, said Sun’s new ser- 


vices strategy was born of ne- 
cessity. “They have no choice,” 
he said. “They have to make 
this transition, because that’s 


| the way the market is going.” 


On the products side, Mas- 
ters said Sun plans to roll out 
more components of its Solaris 


Containers technology to give 
| users the ability to create vir- 


tual partitions within its So- 
laris operating system. The 
company will also deliver 
more “customer-ready” con- 
figurations under which it cus- 
tomizes servers, storage and 
software for users, he said. D 


Patricia Sueltz, head of Sun Services, 


| discusses her strategy for the unit in an 


interview with Computerworld: 


QuickLink 34869 
www.computerworld.com 
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Heavyweights Team Up to 
Build WLAN Infrastructure 


‘Hot spots’ planned for 50 U.S. markets 





BY BOB BREWIN 

AT&T Corp., Intel Corp. and 
IBM last week announced the 
formation of a company called 
Cometa Networks to help pro- 
vide nationwide broadband 
wireless LAN Internet access. 
Cometa plans in 2003 to de- 
ploy access “hot spots” in the 
top 50 U.S. markets. 

Daniel Francisco, an Intel 
spokesman, said the compa- 
ny’s goal is to jump-start pub- 
lic-access WLAN develop- 
ment and deployment so that 
IM bit/sec. Wi-Fi hot spots 
are within a five-minute walk 
from any point in urban Amer- 
ica, or within a five-minute 
drive in the suburbs. 

Intel’s next-generation 
processor for notebook com- 
puters, code-named Banias, 
will eventually incorporate Wi- 
Fi WLAN technology in the sil- 
icon, said Francisco, suggesting 
that such an effort could take 
years. He said the first genera- 
tion of Banias-based note- 
books, due out next year, will 


provide Wi-Fi connectivity 
through a mini-Peripheral 
Component Interconnect slot. 

AT&T’s role in Cometa will 
be to provide the backbone for 
the network, and IBM will han- 
dle site installation and pro- 
vide back-office billing systems. 

Wi-Fi hot spots provide a 
much higher data rate than 
the 20K to 70K 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 


cellular carriers 
such as AT&T 

| Wireless Services 

| Inc. in Redmond, 

| Wash., but the 
range of WLANs is 
limited to about 300 feet. A 
nationwide network of public- 

| access hot spots of the kind 

| projected by Francisco would 

| give mobile workers and fleet 
operators easy access to high- 
speed data. 

Jeff Amerine, managing di- 
rector of network services for 
the FedEx Freight division at 
Memphis-based FedEx Corp., 
said he’s “superexcited” about 


Wall Street Firms Fined 
For Not Saving E-Mail 


| said Ted Meyer, a spokesman 
for Deutsche Bank Securities 
Inc., one of the fined broker- 
ages. “It’s something we’re 
reviewing at the moment.” 

The U.S. Securities and Ex- 

change Commission, the New 
York Stock Exchange and the 
National Association of Secu- 
rities Dealers Inc. (NASD), 
which is in the process of cut- 
ting its ties with the Nasdaq 
Stock Market, said that they 
each investigated the way the 
brokerages handled e-mail 
dating back to 1999, In a joint 
statement, the regulators said 
all of the firms had “inade- 
quate procedures and systems 
to retain and make accessible 
e-mail communications.” 


But brokerages 
remain mum on 
technology fixes 


BY LUCAS MEARIAN 

Five top Wall Street brokerages 
last week agreed to pay a total 
of $8.25 million in fines for im- 
properly storing e-mail and 
promised to establish new sys- 
tems and procedures for ensur- 
ing that they comply with gov- 
ernment requirements. 

But none of the firms would 
disclose what they plan to do 
from a technology standpoint 
to make sure the e-mail mes- 
sages employees send and re- 
ceive are retained. “We have 
90 days to respond to this,” 





| bit/sec. offered by NOT ALONE 


Cometa has a lot of company 
in the push to provide nation- 
wide Wi-Fi access hot spots: 
@ QuickLink 34953 
www.computerworld.com 


the prospect of widespread 
public-access WLANs. He said 
the company’s next-genera- 
tion wireless handheld com- 
puter for drivers can operate 
over Wi-Fi networks and the 
General Packet Radio Service 
(GPRS) wide-area network 
from AT&T Wireless. 

Easy access to Wi-Fi net- 
works would allow FedEx 
Freight to transmit high-band- 
width applications, 
such as freight 
bills, that couldn’t 
be sent easily over 
the lower-band- 
width GPRS net- 
work, he added. 

Richard Tisdale, 
CIO at Petro Stopping Centers 
LP, an El Paso, Texas-based 
truck stop operator, said he be- 
lieves that truck fleet operators 
will embrace Wi-Fi technology 
quickly, making it imperative 
for gas stations and truck stop 
operators to offer public-access 
Wi-Fi service. He predicted 
that in two to three years, al- 
most every truck stop in the 
US. will offer such a service. 


In addition to Deutsche 
Bank Securities, the targeted 
firms included Goldman Sachs 
& Co., Morgan Stanley, Salo- 
mon Smith Barney Inc. and 
U.S. Bancorp Piper Jaffray Inc. 
Without admitting to or deny- 
ing the allegations, each of the 


RR ee 
What Went Wrong 


® Some firms backed up 
e-mail on tape or other storage 
media but discarded, recycled or 
overwrote the messages less 
than a year later 

® Each of the firms had inade- 
quate procedures and systems 


for making sure e-mail was being 
stored and was accessible. 


® Some firms stored messages 
in an unorganized way, such as 
relying on end users to save 
copies on their PC disk drives. 


Cometa Comrades #f 


What each vendor provides: 
AT&T: Network backbone 
billing systems 

INTEL: Processors that incorpo- 
rate wireless technology 


Barney Dewey, an analyst 
at Outlook 4Mobility in Los 
Gatos, Calif., said he’s skepti- 
cal about the financial viabili- 


| ty of stand-alone public-access 


Wi-Fi networks. He said the 
biggest hole in the Cometa 


| . . o 
business plan is the lack of 
| cellular carrier partners. 


Partnership Plans 

Dewey said he believes that 
the cellular carriers plan to 
roll out their own national Wi- 
Fi networks, which will allow 
users to easily switch from 


| cellular networks to WLANs. 


Bellevue, Wash.-based 


| T-Mobile USA Inc., a division 


of Deutsche Telekom AG, 


| has already installed an exten- 


sive public-access Wi-Fi net- 
work in airport lounges. Ac- 
cording to Dewey, companies 
like T-Mobile and Sprint PCS 
Group will prefer to forge 
their own Wi-Fi paths rather 
than partner with Cometa. 


brokerages agreed to pay a 
fine of $1.65 million. 

The SEC, the NYSE and the 
NASD require financial ser- 
vices firms to retain e-mail 
traffic for three years and 
store it in an accessible system 
for two years. They cited a 
variety of shortcomings at the 
five companies. 

For example, some relied on 
employees to store copies of 
e-mail messages on their local 
disk drives, but systems to en- 
sure that workers did so were 
inadequate, the regulators said. 
And in some cases, PC disk 
drives that contained stored 
e-mail were erased when em- 
ployees left their jobs. 

Jim Phillips, CIO at First 
Southwest Co., a Dallas-based 
brokerage, said regulators in 
recent months have become 
more forceful about looking 
into whether firms are proper- 


Ken Dulaney, an analyst 
at Gartner Inc. in Stamford, 
Conn., said other major wire- 
less carriers, such as Bedmin- 
ster, N.J.-based Verizon Wire- 
less, will soon launch their 


| own Wi-Fi networks. He pre- 
| dicted “a rush of investment” 


to stake out prime hot-spot 
real estate across the country. 
Ritch Blasi, a spokesman for 
AT&T Wireless, said his com- 
pany intends to focus its ef- 
forts on high-speed cellular 


| data networks, not Wi-Fi hot 


spots. He added that AT&T 
Wireless, which was spun off 
from AT&T Corp. in July 2001, 
currently has no intention of 
partnering with Cometa. 
Jeffrey Nelson, a spokesman 
for Verizon, said his company 
“has no intention of throwing 
services into the market willy- 
nilly” and will roll out public- 
access Wi-Fi services only 
when issues such as security, 
ease of use, scope, scale and 
billing “are fully addressed.” 
Clay Owen, a spokesman for 
Cingular Wireless in Atlanta, 
said his company is “evaluat- 
ing a couple of business op- 
portunities” in Wi-Fi that 
could lead to deployment of a 
nationwide public-access net- 
work. But, Owen cautioned, 
“we have no time frame, and 
nothing is imminent.” D 


ly retaining e-mail. “We're see- 
ing continual asking of the 


| questions,” he said. “We've 


been fortunate in that we’ve 
been able to answer them.” 
Three years ago, First South- 
west rolled out software devel- 
oped by Redwood City, Calif.- 
based Tumbleweed Communi- 
cations Corp. that archives and 
monitors about 8,000 e-mail 
messages per day across 21 
branch offices. The brokerage 
uses Tumbleweed’s software 
on its Microsoft Exchange 
e-mail servers to screen out 
inappropriate messages and 
to save all e-mail to network- 
attached storage, tape and op- 
tical disk systems, Phillips said. 
“We're a bit paranoid,” he 
noted. “When we began to put 
file servers into all our offices, 


| and all our desktops then had 
| e-mail, we began to back up all 


our e-mail.” D 
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‘Two States Keep Heat on Microsoft 


Massachusetts, West Virginia only ones 
to appeal judge's recent antitrust ruling 


BY PATRICK THIBODEAU 
TON 


WASHIN 


ASSACHUSETTS 

and West Virginia 

face a daunting, 

but not impossi- 
ble, task in appealing U.S. Dis- 
trict Court Judge Colleen Kol- 
lar-Kotelly’s Nov. 1 decision to 
reject a wide range of tough 
remedies in the Microsoft 
Corp. antitrust case, legal ex- 
perts said last week. 

The appeal means that Mi- 
crosoft will continue to fight 
antitrust battles on three 
fronts: the private case filed 
by Sun Microsystems Inc. and 
others in a Baltimore federal 
court, the ongoing European 
Commission investigation and 
the case perpetuated by the 
two die-hard states. 

The recent action by Massa- 
chusetts and West Virginia 
returns the case to the U.S. 
Court of Appeals in Washing- 
ton, which last year rejected a 
plan to break up Microsoft 
and ordered a lower court to 


ABA to Vote on UCITA 


Recommendation 
of the group could 


impact law’s future | 


BY PATRICK THIBODEAU 
WASHINGTON 
The American Bar Associa- 
tion is expected to vote early 
next year on whether the con- 
troversial UCITA software li- 
censing law is fit for state 
adoption, an action that may 
help determine the law’s fate. 

The ABA vote, expected at 
the association’s meeting in 
early February in Seattle, 
comes at the request of the 
National Conference of Com- 
missioners on Uniform State 
Laws (NCCUSL), the Chicago- 
based organization that au- 
thored the law. 

The Chicago-based ABA 


| craft a new remedy to settle 

| findings that the company had 
illegally maintained its operat- 
ing system monopoly. The ap- 
peals court also laid out legal 
guidelines for a remedy. 

“The key question is 
whether [Kollar-Kotelly] has 
carried out the mandate of the 
Court of Appeals,” said Steph- 
en Houck, former chief of 
New York state’s antitrust bu- 
reau and lead trial counsel for 
the 18 states that filed the orig- 

| inal suit. 


| Lingering Questions 
In that earlier decision, the 
appeals court said a remedy 

| should “terminate the illegal 

| monopoly,” as well as “un- 
fetter” the market from anti- 

| competitive conduct. A reme- 

| dy should also deny the defen- 

| dant “the fruits” of its viola- 

| tion and ensure “that there re- 
main no practices likely to re- 

| sult in the monopolization in 
the future,” said the decision. 

Houck said he believes the 


| has no legal standing with 
state legislatures considering 
the Uniform Computer Infor- 
mation Transactions Act 
| (UCITA). But in this hotly 
| contested dispute, the ABA's 
recommendation will likely be 
a turning point in the ongoing 
| lobbying war. 
The debate by the ABA's 
550-member House of Dele- 


gates is expected to be intense, 


because the body has mem- 
| bers representing businesses 
| that both support and oppose 
| the measure. The ABA hasn't 
officially put UCITA on its 
| agenda, but it’s expected to do 
| so in the next two weeks, an 
| ABA spokeswoman said. 

Both sides are being cau- 
tious about putting too much 
weight on an ABA vote but ac- 
knowledged its significance. 








view taken by the judge in re- 
jecting the remedies sought by 
the nonsettling states was too 
narrow. It didn’t, for instance, 
address the commingling of 
Internet Explorer code with 
the operating system, which 
the appeals court found anti- 
competitive. “That was proba- 
bly the most important issue 
of the case,” said Houck, who 
is now in private practice. 

Andrew Gavil, an antitrust 
professor at Howard Universi- 
ty in Washington, said the ap- 
peals court’s decision offered 
Kollar-Kotelly a “tapestry of 
choices” for remedies that re- 
flected the desire of the seven 
appeals court judges to pre- 
sent a unanimous decision. 
“And she selected the ele- 
ments that resonated the most 
with her,” said Gavil. 

Instead of focusing on 


| remedies that denied Micro- 


soft the “fruits” of past ac- 
tions, Kollar-Kotelly focused 
on the causation — a legal 
term for determining whether 
Microsoft’s operating system 
dominance was the result of 
its anticompetitive acts. Ab- 
sent this link, a remedy is lim- 


Next Year 


Miriam Nisbet, head of the 
board of directors of Ameri- 
cans for Fair Electronic Com- 
merce Transactions, a Wash- 
ington-based opposition orga- 
nization, said she hopes the 
ABA follows a recommenda- 
tion made by an ABA com- 
mittee earlier this year. That 
group criticized the law and 
said it needs to be rewritten. 


WHAT IT MEANS 


The ABA will vote in February 
on whether UCITA is fit for state 
adoption. 


IF YES: UCITA will get a big boost 
in state-by-state adoption efforts. 
But the intensity of the opposition 
won't change. 


adopted in any state in the past 
two years, may run out of steam. 








ited, the appeals court said. 
Kollar-Kotelly said there 
was no link. The judge also 
said that the harm Microsoft’s 
monopoly did to competitors, 
however severe, is “not con- 
demned by the Sherman [An- 


Unfinished 
Business 
Action by West Virginia and 


Massachusetts extends the 
case by at least a year. 


MAIN POINT OF CONTENTION: 
The two states will argue that 
Judge Kollar-Kotelly let Micro- 
soft off too easily and misread 
the law. 


ODDS OF SUCCESS: Long, but 
not impossible. The appeals court 
will give Kollar-Kotelly deference 
on the facts, but not on the legal 
issues, 


ROLL CALL: 18 states and the 
District of Columbia began the 
case. Nine states rejected the 
DOJ-backed settlement and 
demanded tougher remedies; 
nine accepted it. Seven states 
and the District of Columbia ac- 
cepted the Nov. 1 decision. 


If the ABA rejects UCITA, 
“T'd like to think it would push 
it over the brink,” said Nisbet. 
“It’s only one piece of the big 
picture. But it is a significant 
piece.” 


Potential Ammunition 


| John McCabe, legislative di- 


rector of the NCCUSL, said 


| the ABA vote won’t determine 


UCITA’s fate. 

“The ABA doesn’t represent 
anything but itself,” he said. 
Moreover, state bar associa- 
tions may not follow the 
national organization’s lead. 

The state bar groups “are 


| not necessarily persuaded by 


what the ABA says,” said Mc- 
Cabe. Still, he acknowledged 
that if the ABA doesn’t back 
UCITA, it would give the 
opposition ammunition. 

That ABA report earlier this 
year prompted the NCCUSL 
to amend the law and change 








titrust] Act in the absence of 
harm to competitive process.” 
Microsoft officials maintain 
that Kollar-Kotelly’s decision, 
which backed a settlement 


| that gives PC makers more 


flexibility to design systems 
and developers more access to 
Windows interfaces, solved 
the case. 

“Anyone who sat through 
the court remedy proceedings 
would have been struck by the 
thoughtfulness with which 
Kollar-Kotelly addressed all 
relevant issues, and her ruling 
reflects that,” said Jim Desler, 
a Microsoft spokesman. 

The appeal extends the 
case, which began in 1998, for 
at least a year. And the case’s 
sheer length may work against 
a successful appeal, said one 
expert. “I think everyone is 
sick of this case, and I think 
it’s very difficult to overcome 
the feeling that this thing has 


run its course,” said Steven 


Newborn, an antitrust expert 
at New York-based Clifford 


| Chance Rogers & Wells LLP. D 


The IDG News Service con- 
tributed to this report. 


some of its more controversial 
provisions, such as removal of 


| the so-called self-help provi- 


sion that gives vendors the 
right to shut down systems in 
a dispute [QuickLink 31902]. 
Opponents were unappeased 
and vowed to continue fight- 
ing it [QuickLink 31992]. 

UCITA, which sets default 
terms and conditions in soft- 
ware and online licensing 
agreements, has to be adopted 
by a significant number of key 
states to become a de facto 
national law. But the law has 
alienated vendors from corpo- 
rate customers and library and 
consumer groups, which say 
its default provisions give 
questionable rights to soft- 
ware publishers. 

After UCITA was quickly 
adopted by Virginia and 
Maryland in 2000, opponents 
succeeded in blocking it in 
other states. D 
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HP Gets Second 
PC Deal with IRS 


Hewlett-Packard Co. announced 
its second PC purchase contract 
with the Internal Revenue Ser- 
vice in the past four months. HP 
said it expects to supply the IRS 
with more than 30,000 of its 
Compag Evo desktop and note- 
book PCs annually under the 
new three-year deal, which could 
be worth a total of more than 
$100 million. HP and the IRS 
signed a $35 million contract in 
August [QuickLink 31979]. 


Fiorina: HP Ahead 
On Compag Savings 


CEO Carly Fiorina said she now 
expects HP to achieve its goal of 
$3 billion in annual cost savings 
related to its purchase of Compaq 
Computer Corp. by next October, 
a full year ahead of schedule. But 
in a meeting with analysts, Fior- 
ina warned that HP will likely 
have revenue growth of only 2% 
to 4% in the fiscal year that ends 
next October. HP had previously 
predicted 4% to 6% growth. 


intel, AMD Raise 
Q4 Forecasts 


Microprocessor rivals Intel Corp. 
and Advanced Micro Devices Inc. 
both raised their fourth-quarter 
revenue projections, citing better- 
than-expected chip sales. intel 
said it now expects revenue of 
$6.8 billion to $7 billion, up from 
an earlier forecast that was as 
low as $6.5 billion. AMD in Sun- 
nyvale, Calif., upped its fourth- 
quarter revenue target from 

$610 million to $700 million. 


Short Takes 


IBM this week plans to start 
shipping a version of its p630 
server that runs Linux, the first 
of its Power4-based machines to 
get support for the open-source 
operating system. . . . DELL 
COMPUTER CORP. this week 
plans to announce new IT ser- 
vices for small businesses. 





| BY JAIKUMAR VIJAYAN 

| Merrill Lynch & Co. will use 

| VMware Inc.’s virtualization 

| software in a massive desktop 
| upgrade and server consolida- 


| its desktop environment from 
| Microsoft Corp.’s Windows 

NT to XP. As part of the proj- 
| ect, the company will deploy 


MARK HALL ® 


NEWS 


ON THE MARK 


HP IBM Xeon Battle: 
Eight-Way’s a Weak ... 


. approach today for many large applications that need powerful 
multiprocessor servers, which is why most eight-way-ready systems 


using Intel’s Xeon microprocessors come equipped with only four chips. 


The apps on the server can’t use the extra processors. It’s also why users 
might cast a skeptical eye on recent market-share numbers from IDC 
showing IBM routing the competition in the eight-way server market. 
“I'd wager 97% of those units are four-ways,” says Tim Golden, director for 
high-end Intel systems at Hewlett-Packard Co., which got trounced in 
the latest quarter’s IDC number crunching. Deepak Advani, IBM’s 


vice president in charge of the company’s 
high-performance Intel servers, dismiss- 
es Golden’s bet, but he suggests that 
users of IBM’s x440 eight- 
way systems “are buying for 
scalability” when they equip 
them with only four Xeon 
chips. Sure. Intel’s 32-bit Xeon 
remains the bottleneck for 
most demanding applications, 
because it can address only 
4GB of memory, and Win- 
dows 2000 consumes about 
half of it. Golden says that 
until HP, IBM and others start 
shipping 64-bit Itanium-based 
systems next year, that prob- 
lem won't disappear. ® Server- 
blade users wondering where to 
pack all the data processed by Ir 
those compact, rack-mounted 
servers will be interested in 
this week’s release of Stor- 
Blade by JMR Electronics Inc. 
in Chatsworth, Calif. The 


oyst 


VMware Clinches Key | 
Deal With Merrill Lynch 


| 27000 traders to 
| use virtualization 


to access NT apps 


tion project. 
Merrill Lynch is migrating 


released its WASP 
CR uit 
environment, which 
Pee R Umer lene g 
ry athe RAY ery 
between Java and 
Alay ees cla (ei 
apps, among other 
improvements. 


announced a 
partnership to auto- 
mate HR applications 
each’ 
Meee MI AUCs 


27,000 licenses of VMware’s 
Workstation product on 
| traders’ desktops to enable 
access to legacy NT applica- 
| tions while running XP simul- 
taneously on the same system. 
The move will ensure back- 
| ward compatibility with Mer- 
| rill Lynch’s legacy desktop 
environment while allowing 
the company to move toa 
newer technology, according 
to a spokesman for Palo Alto, 
Calif.-based VMware. 
Merrill Lynch will use VM- 
ware’s server product to con- 


| storage device tucks underneath a server 
| blade, and each one can pack away 2GB 
to 584GB of data. And you can daisy- 
chain 32 StorBlades in a sin- 
gle rack for more than a few 
terabytes of storage in either 
RAID or JBOD configura- 
tions. Prices start at $1,498. 
= Web services success stories 
keep coming this way. The 
latest is at the National Stu- 
dent Clearinghouse, a non- 
profit operation in Herndon, 
Va. The Clearinghouse, as it’s 
known, supplies data to a va- 
riety of businesses, including 
enterprises that need to veri- 
fy whether, say, a football coach 
really did earn that MBA or if 
that hotshot programmer 
indeed graduated from MIT. 
Currently, the Clearinghouse 
has about 1,500 customers 
that need to be signed up and 
qualified one by one. The 


has 


opment group. 








| solidate multiple physical 
servers onto larger systems, 

| including some within the 
company’s application devel- 


Merrill Lynch, which tested 
| the software extensively be- 
fore committing to using it, 

| will save millions of dollars 

| from the move, according to 
a company spokesman who 

| didn’t elaborate or further 

| quantify the savings. 


A Growing Market 
VMware sells software-based 
| partitioning products that al- 
| low users to carve an Intel- 
based server into multiple 
virtual slices, each of which 
can run a separate Windows 


www.computerworld.com 


new Web services application promises 
to open the market to the “6 million busi- 
nesses operating in the U.S.,” according 
to Mark Jones, marketing VP. CIO Doug 
Falk claims the potential boon took only 
a Java consultant and one other staff 
member six weeks to complete the proj- 
ect. ® The Clearinghouse uses SOAP 
services via Flamenco Networks Inc., an 

ASP in Alpharetta, Ga., that manages 

and secures connections between out- 
siders’ requests and the stored student 
data. Flamenco loads proxies on client 
systems and controls their interaction via 
a central management console in its data 
center. Next month, Flamenco plans to 
release a licensed version of its manage- 
ment console, as well as a few new 
graphical reports so users can own the 
software and get a prettier view of who's 
using what, where and when. ® Can you 
hear me now? In your ongoing effort to cut 
costs, consider VOIP technology from 
tiny start-up TransPacificTelecom Inc. 

in San Diego. COO Diane Brandis claims 
her company in the first quarter of 2003 
will be offering phone service for as low 
as 1.9 cents per minute. At that rate, it 
would almost be cheaper to call this news- 
paper and have it read to you than to sub- 
scribe. She says all you'll need is a $30 
VOIP phone plugged into your PC’s USB 
port, and your staff can yak away for al- 
most nothing. Of course, she doesn’t 
know what it will do to your network’s 
IP traffic. ® On a related cost-saving 
note, Telex Communications Inc. in 
Burnsville, Minn., will start shipping its 
Nexus Platinum conference phone in 
January. At $799, it’s cheap compared 


with the $1,299 unit from market leader 


Polycom Inc. in Milpitas, Calif. What's 
more, the company sees a VOIP version in 
the near future. D 


or Linux application. 

The company’s workstation 
product has been shipping 
since 1999, VMware entered 
the server market last year. 

The Merrill Lynch deal il- 
lustrates the growing attention 
the technology is getting from 
large companies, said Gordon 
Haff, an analyst at Illuminata 
Inc. in Nashua, N.H. 

“The numbers [of licenses] 
at Merrill speak for them- 
selves,” Haff said. “We are 
beginning to see VMware in 
some large environments.” 

A key driver is the soft- 
ware’s ability to let users con- 
trol Wintel server prolifera- 
tion and better utilize under- 
used systems, he said. D 
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Cisco Defends Pricing, 


Focus on Networki 


Vendor claims 
total cost of using 
its products has 


dropped sharply 


BY MATT HAMBLEN 
SANTA CLARA, CALIF 
ISCO SYSTEMS IN¢ 
last week defended 
itself against the 
J widely held view 
that its networking products 
are the highest-priced on the 
market, claiming that the total 
cost of ownership (TCO) of its 
products has declined dramat- 
ically over the past four years. 
“TCO is what counts, not 
just price per port,” said Char- 
lie Giancarlo, senior vice pres- 
ident of product development 
at Cisco, during a series of 
briefings for financial ana- 
lysts. For example, Giancarlo 
cited figures showing that the 
average cost of using Cisco’s 
chassis-based switches has 
dropped by more than 90% 
since 1998 (see chart). 
The upfront cost of buying 
a networking device typically 
accounts for only 5% to 15% 
of TCO, Giancarlo said. The 
bulk of the spending involves 
IT operations expenses and 
for up- 
grading switch installations, 
he added. “In a network envi- 
ronment, TCO is far beyond 
the equipment you use,” 


“opportunity costs” 


Giancarlo said. 


Valuable Support 
Cisco officials have conceded 
in the past that the company 
has a reputation for being the 
high-priced alternative among 
networking vendors. But they 
claim that Cisco provides cus- 
tomer support services that 
make its prices worthwhile. 
Fastenal Co., a Winona, 
Minn.-based retailer of con- 
struction supplies, has spent 
millions of dollars on Cisco 
routers and switches over 
the past five years. Matt Loos, 
communications services 


support.” 





team leader at Fastenal, 


| agreed that Cisco’s prices can 
| be on the high side, but he said 


its support is worth the price. 
“Would I want them to be 


more aggressive on pricing? 
| Of course,” 
| wouldn’t want them to lower 


Loos said. “But I 


pricing and then lose their 
Cisco has been so 
helpful in solving network 
problems that Fastenal doesn’t 


| even get formal bids from rival 


vendors anymore, he added. 
But John Haltom, network 
director at Erlanger Health 


| System in Chattanooga, Tenn., 


said he recently bought $2.5 
million worth of networking 


| equipment from Nortel Net- 
| works Ltd. instead of Cisco 


partly because of cost issues. 
In a TCO review of competi- 








tive bids for a complete net- 
work upgrade, “Cisco had a 
much higher maintenance 
rate, a source of major con- 
cern,” Haltom said. 

Several analysts who attend- 
ed the event here noted that 


New Replication Software 
Deposits Data at Bank One 


| BY LUCAS MEARIAN 


Bank One Corp. is using new 


| data replication technology to 


send information from thou- 
sands of its offices to servers 
in different data centers for 


| disaster recovery purposes. 


Bank One, the sixth-largest 
bank in the U.S., has been 
using software developed by 
PeerDirect Corp. for nearly a 


| year to synchronously repli- 


cate security monitoring data 
from 2,300 branch offices be- 
tween two data centers for 


| disaster recovery purposes. 


The data centers, in Chicago 


| and Phoenix, share the task of 
| gathering fire alarm and vault 
| alarm information, and then 

| they replicate back and forth 


to each other about every 
minute using the PeerDirect 
software. 

PeerDirect, a subsidiary of 
Progress Software Corp. in 
Bedford, Mass., this week 
| plans to officially launch its 


replication software. Company 


officials said the PeerDirect 


Distributed Enterprise suite 


| can replicate between any 


combination of relational 


| databases in near real time, 


letting users continuously up- 


| date information across their 


distributed systems. 
Ken Kreterfield, vice presi- 
dent of security applications 


| at Chicago-based Bank One, 


said the PeerDirect software is 
running on three Compag Pro- 
Liant servers at the data cen- 


| ters: a production system and 


Puts 


ng TCO 


| Cisco is feeling pressure from 


lower-cost rivals. The compe- 
tition and penny-pinching by 
corporate users in the sluggish 
economy were probably Cis- 
co’s rationale for focusing on 
TCO, the analysts said. 

“Cisco makes a strong argu- 
ment with the TCO numbers,” 
said Timm Bechter, a financial 
analyst at Legg Mason Wood 
Walker Inc. in Baltimore. “But 
their ability to attract cus- 
tomers will be more difficult 
in coming years.” 

Bechter said he expects Cis- 
co to face heightened compe- 


| tition from Dell Computer 

| Corp., which entered the net- 
| working market last year. Oth- 
| er vendors that could pose a 

| threat to Cisco include San 


Jose-based Foundry Networks 


two backup machines. Each 
server collects security infor- 
mation from branch-office 
security systems and stores it 
in a Microsoft SQL Server 


| database. 


“We didn’t have a great 
replication and disaster recov- 
ery plan until we implemented 
this,” Kreterfield said. “We 
were having a hard time find- 
ing stuff that [replicated to] 
three servers well.” For exam- 
ple, he noted, disk-mirroring 
technology “is mostly a one- 
to-one situation.” 

Carl Olofson, an analyst at 
IDC in Framingham, Mass., 
said the difference between 


PeerDirect’s Replication Architecture 


Data is replicated back and forth between remote-office and corporate 
databases via multiple networking protocols. 


cr DATA CENTER \ 


Replication Engine 


adapter _ tion console 


r REMOTE OFFICE 





Synchronics’ president. 
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Inc., Santa Clara, Calif.-based 
Extreme Networks Inc. and 
3Com Corp., also based in 
Santa Clara. 

Mark Fabbi, an analyst at 
Gartner Inc. in Stamford, 
Conn., said Cisco products 
can cost as much as 50% to 
70% more than those of its 
competitors. 

For example, he said, a net- 
working manager at a U.S.- 
based utility company told 
him that Cisco bid $50 million 
for a complete network re- 
placement, compared with 
about $20 million by another 
vendor. Cisco was asked to 
make a better bid and went as 
low as $25 million, “but the 
manager said he was so upset 
at Cisco that he went with the 
competitor,” Fabbi said. D 


TURNING TO TELECOM 


Cisco executives said they plan to step up 
the company's development of products for 
network services providers 


QuickLink 34930 
www.computerworld.com 


PeerDirect’s software and the 


| data replication products sold 


by database vendors such as 
Oracle Corp. and Sybase Inc. is 
that the new technology sup- 
ports two-way replication, not 
just transmissions from a re- 
mote site back to a data center. 
PeerDirect Distributed En- 
terprise includes separate soft- 
ware modules for corporate 
data centers and remote offices. 
Pricing starts at $25,000 for an 
InnerEdge server and $1,000 
for an OuterEdge Server. 
Synchronics Inc., a Mem- 
phis-based vendor of point-of- 
sale software, is bundling 
PeerDirect’s technology with 
its CounterPoint applications 
so users can transmit product 


| and pricing information from 


headquarters to stores and 
send sales data from the stores 
to central databases. 

An initial retailer went live 
with the combined software 
last month, said Jeff Goldstein, 
“They 
were doing similar things with 
Microsoft SQL Server, which 
has built-in functions, but 
their replication times went 
from hours to minutes with 
this product,” he said. D 





The VP of Sales wants data from 
your mainframe. 


The guy who wrote the COBOL application 
passed away in 1992. 
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FIC Eyes Telemarketing 
As Privacy Heats Up 


Spam a key target of 
privacy legislation 


BY PATRICK THIBODEAU 
WASHINGTON 
HE FEDERAL Trade 
Commission this 
month will likely ap- 
prove the creation of 
a national do-not-call list to 
give consumers the means to 
block telemarketing calls as 
well as provide businesses 
with a single place to find out 
whom not to call, a senior FTC 
official predicted last week. 
The FTC proposed its na- 
tional do-not-call registry in 
January [QuickLink 26712] and 
has since received 63,000 
unique comments on it, virtu- 
ally all in support of the plan. 
That’s the largest number of 


comments the commission has | 
| are also investigating the pos- 


ever received on any proposed 
regulation, said Eileen Har- 
rington, an associate director 
at the FTC’s Bureau of Con- 
sumer Protection. 

Harrington said it’s highly 
likely that the rules will be fi- 
nalized by the end of the year. 

Although the FTC has been 
asked by consumer groups to 
develop a similar national pro- 
gram to control spam, Har- 
rington said the commission 
faces procedural obstacles 
that could delay any antispam 
rules for years. Under the 
Telemarketing Sales Rule, 
Congress has given the FTC 
authority to regulate tele- 
marketing; the agency doesn’t 
have similar power over spam, 
however, she said. 

There are now 28 states with 
telemarketing do-not-call lists, 
with seven adopting such ini- 
tiatives last year. States are 
moving aggressively to estab- 
lish laws in a variety of priva- 
cy-related areas, well ahead of 
congressional action. 

“This is going to be a very 
active year for consumer priva- 
cy legislation in the states,” 
said Alan Westin, who heads 
the Hackensack, N.J.-based 





Al-Qaeda — 


group Privacy & American 
Business. He said the stakes for 


businesses are high, particular- 


ly in facing new opt-in require- 
ments, since some 5,000 priva- 
cy-related bills were intro- 
duced in state houses last year. 
More than half of the states 


| have now introduced some 


Continued from page 1 


Bringing to a close one 


| phase of an ongoing investiga- 


tion code-named Operation 


| Greenquest, federal agents 





raided the Quincy, Mass., of- 
fices of Ptech Inc. early Friday 
to search for evidence that the 


| company was involved in 


helping finance al-Qaeda op- 
erations. Government officials 


sibility that software Ptech 
sold to various federal agen- 


cies may have contained mali- 
| cious code. 


| Denies Terrorist Links 


In a statement released late on 
Friday, Ptech denied that fed- 
eral agents conducted a “raid” 
of the company’s offices, in- 
sisting that Ptech “granted ac- 
cess” to investigators and is 


| cooperating fully. “The compa- 


ny categorically denies having 


| any connection with any ter- 


rorist organization,” the com- 
pany said in the statement. 


| “Ptech has been informed by 
| government investigators that 


neither Ptech nor its officers 
or employees are targets of the 


government’s investigation.” 


Ptech’s clients include high- 
profile IT and consulting com- 
panies such as IBM Global 
Services, Booz Allen & Hamil- 
ton Inc., Motorola Inc., Sprint 
Corp. and The Mitre Corp. 

“We are investigating the 


| [situation] and are cooperating 


with authorities,” said Jeffrey 
Gluck, a spokesman for IBM 
Global Services, which has 


| teamed with Ptech to build IT 





form of antispam legislation. 
Joining that tide in 2003 will 
be New York, said Dan Feld- 
man, the state’s deputy attor- 
ney general. 

Feldman said his office in- 
tends to introduce a spam bill 
that would allow Internet ser- 
vice providers to sue spam- 


architectures for its custom- 


| ers. “But it’s still too early in 


the investigation to know, with 


| any degree of certainty, exact- 


ly what the allegations are.” 
At least one Ptech client 
isn’t taking any chances. Sue 
Yund, a spokeswoman for Al- 
liant Techsystems Inc. in Edi- 
na, Minn., said the aerospace 
and defense firm’s database 
administration group was us- 
ing Ptech’s architec- 
tural modeling soft- 
ware on a limited ba- 
sis to plan its data- 
base design. 
“Because of the sit- 
uation involving 
Ptech, we disabled 
the software as of 





mers for any spam-related in- 
crease in use of network or 


| server capacity. 


Congress is also expected to 
act on spam this year and pos- 
sibly on privacy legislation. 
One hot area: the pending lift- 
ing of a state preemption pro- 
vision, which prohibits states 
from setting tougher opt-in 
standards under the Fair Cred- 
it Reporting Act. To keep that 
preemption in place, business- 


| es will likely offer some com- 


promises in other privacy ar- 
eas, said experts. D 


| the DOE. “Nothing surprises 


me when it comes to DOE, 
frankly,” said Trulock. “Nei- 
ther [DOE] nor the labs ever 
perform much in the way of 
due diligence in these things.” 
Senior counterintelligence 


| officials familiar with the case 


To my 
knowl- 
edge, there 
is no link to 
al-Qaeda. 


said the U.S. Customs Service 
initiated the investigation of 
Ptech after a disgruntled em- 
ployee tipped the agency off to 
the company’s al- 
leged hidden own- 
ership. As a result, 
Customs and the 
FBI began investi- 
gating Yaqub Mirza, 
a former member of 
Ptech’s board of di- 
rectors. 


Se eereeesseseesssees 


this morning,” Yund 
said on Friday. “But 

we're confident that 
there is no risk of a 

security breach as a result of 

using the software.” 

However, it is Ptech’s con- 
tracts with the Department of 
Energy, the Federal Aviation 
Administration and the De- 


PTECH INC 


| partment of Defense that raise 
| the most concern, say experts. 


One of the most sensitive 


| contracts in Ptech’s portfolio 


includes support work for the 
DOE’s plutonium cleanup ef- 
fort at the Rocky Flats facility, 


once used to develop nuclear 


weapons. 

Notra Trulock, former di- 
rector of intelligence at the 
DOE, who was responsible for 
investigating incidents of Chi- 
nese nuclear espionage in the 
U.S., said he wouldn’t be sur- 
prised if an al-Qaeda front 
company had managed to in- 
filtrate nuclear programs at 


BLAKE BISSON, VICE 
PRESIDENT OF SALES 


| 
| 
| 
| 


| 
| 


“Mirza was acting 
on behalf of Yassin 
Qadi, the Saudi fi- 
nancier who was on 
the U.S. [terrorism] watchlist 
and whose accounts here are 
frozen,” said Vince Cannis- 
traro, former chief of counter- 
terrorism at the CIA, speaking 
with Computerworld on Friday. 
“Qadi is the guy behind Ptech. 
Although it’s not clear if Ptech 
made any money for Osama 
bin Laden’s terrorist network, 
Operation Greenquest is trying 
to determine if the company 
was a laundering entity for al- 
Qaeda, said Cannistraro. 

Blake Bisson, Ptech’s vice 
president of sales, said he be- 
lieves federal authorities are 
routinely investigating compa- 
nies with employees from Is- 
lamic countries. “To my 
knowledge, there is no link to 
al-Qaeda,” said Bisson. 

Roger Cressey, former chief 
of staff for the president’s 





| 


www.computerworld.com 


HUEY 


STATE LEGISLATION: About 
5,000 privacy-related bills are ex- 
pected in the states this year, cov- 
ering such areas as medical and 
financial records, workplace pri- 
eC 
and continuation of Fair Credit Re- 
porting Act state preemption provi- 
sions will be hot topics. Broad pri- 
vacy legislation is uncertain, but 
any bill is likely to affect off-line and 
online databases. 


Critical Infrastructure Protec- 
tion Board and a White House 
counterterrorism specialist, 
said that prior to the Sept. 11 
terrorist attacks, not enough 
attention was paid to al-Qae- 
da’s use of front companies in 


| the U.S. “What this investiga- 


tion shows is that the govern- 
ment is now paying as much 
attention to the role of high- 
tech companies in terrorism 
financing as they are with 
nongovernmental organiza- 
tions,” said Cressey. 

A senior Bush administra- 
tion official familiar with the 
investigation who spoke on 
condition of anonymity said 
“a body of evidence” about the 
company’s possible links to al- 
Qaeda was brought to the at- 
tention of the National Securi- 
ty Council months ago and 
triggered a governmentwide 
investigation into where Ptech 
software may have been in- 


| stalled and, more important, 


whether malicious code was 
involved. 

“The good news is we 
couldn’t find anything,” the of- 
ficial said, referring to the 
prospect of malicious software 


| being used for espionage pur- 
| poses. “The bad news is that 


something might still be there. 
We couldn't prove a negative.” 
The official also said the in- 
vestigation into Ptech isn’t an 
isolated incident, adding that 
there’s growing concern about 
terrorist financing coming out 
of U.S.-based companies, in- 
cluding high-tech firms. D 


Reporters Patrick Thibodeau 
and Linda Rosencrance con- 
tributed to this report. 
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Are the PCs you own costing 
more than the ones you can buy? 


Older PCs are costing your business time and money. 


a better way to profit. 


pentium 4 


Providing performance and Packing great performance 
reliability to drive business into versatile, thin 
applications. and light notebooks. 
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Ways to Verify Accuracy of 
Domain Name Data Sought 


Existing honor | 
system ideal for 
fraud schemes 


BY LINDA ROSENCRANCE 
T’S A QUESTION that con- 
tinues to plague the In- 
ternet Corporation for 
Assigned Names and | 
Numbers (ICANN), domain 
name registrars, the U.S.Con- | 
gress and several federal agen- | 
cies: What’s the best way to 
ensure the accuracy of domain 
name registration data? 
It doesn’t look like the an- 
swer will come anytime soon. 
ICANN’s Domain Name 
Supporting Organization 
Whois Task Force on Nov. 30 
issued policy recommenda- 
tions to ensure the accuracy of 
information contained in the 
Whois database, a directory 
that lists names and contact 
information of people who 
register domain names. 
Although the report dis- 





Continued from page 1 


21st Century 


| 
ry’s chief financial officer, last 
week declined to add any 
information beyond what the 
company stated in its earnings 
documents. A spokesman for 
El Segundo, Calif.-based CSC 
also declined to comment. 
According to the 10-Q docu- 
ment that the insurer filed 
with the U.S. Securities and 
Exchange Commission for the 
third quarter, the system was 
designed to handle processing 
for 21st Century’s personal 
insurance lines. The applica- 
tions consist of four main 
components for managing 
policies, billing, claims and 
customer service operations. 
The 10-Q filing noted that 
most of the $100 million in- 
vested in the project to date 
was paid directly to CSC. But 
the system remains in devel- 
opment and is currently being 


| 
| 
| 
| 
| 





cusses ways to rapidly correct 


| data determined to be inaccu- 


rate after a complaint has been 
lodged, it doesn’t address pro- 
active measures to screen out 
incorrect data during the reg- 
istration process. 

That issue, said Marilyn 
Cade, co-chairman of the task 
force, is something that still 
needs to be examined. 

Despite repeated prodding 
by federal officials, who say 
law enforcers fighting fraud on 
the Internet rely on the accura- 
cy of Whois data, most regis- 
trars have made little progress 
in determining the accuracy of 
registrants’ information. 

Registering a domain name 
is currently done on the honor 
system — a registrant simply 
fills out an online form, and 


1 . . . . 
| his domain name is automati- 


cally reserved for him. As 


| such, the process is ideal for 


cybersquatters or other scam- 
mers looking to defraud busi- 
nesses and consumers. 


used to support less than 2% 
of 21st Century’s business, 
according to the document. 
Both the scope and nature 
of the problems encountered 


| by 21st Century are remark- 


able, according to Joshua 
Greenbaum, an analyst at En- 
terprise Applications Consult- 
ing in Daly City, Calif. “This is 
a huge disaster,” he said. 

The problems clearly signal 
a failure by CSC to deliver the 
promised software, Green- 
baum said. But it also calls into 


| question 21st Century’s ability 
| “to manage a process that is 


pretty well known these days,” 
he added, referring to the roll- 
out of business applications. 

For example, if the applica- 
tions are completely custom- 
developed software, that was a 
strategic error on the insurer’s 
part, Greenbaum said. 

“I’m surprised that there 
wasn’t some way to build 
what they needed using off- 
the-shelf components and 





While ICANN mandates 
that registrars require regis- 
trants to provide accurate in- 
formation, it doesn’t force reg- 
istrars to verify that informa- 
tion at the time of registration. 

ICANN Vice President 
Louis Touton said that cur- 
rently there isn’t a feasible 
way to ensure the accuracy of 
Whois data on the front end. 

Thomas D‘Alleva, a spokes- 


The regis- 

trars need to 
understand that a 
little bit of self-gov- 
ernance will pre- 
vent a large amount 
of governance by 
government. 


See eee ee eeeeeeeeeeeseeeeseres 


MARILYN CADE, CO-CHAIRMAN 
WHOIS TASK FORCE 


lower their risk,” he said, 


adding that the insurance 


company uses packaged soft- 
ware in other systems. 

At the very least, with a 
problematic third-party im- 
plementation, the core appli- 
cations remain in place and 
can be reconfigured in an ef- 
fort to get the system to work 
properly. But on a failed cus- 


| tom-development project, 


there’s “not a whole lot of re- 
coverable cost,” Greenbaum 
said. 

2lst Century uses packaged 
applications such as People- 
Soft Inc.’s enterprise resource 
planning software and Siebel 
Systems Inc.’s customer rela- 
tionship management soft- 
ware. But spokesmen at both 
San Mateo, Calif.-based Siebel 
and Pleasanton, Calif.-based 
PeopleSoft said their respec- 
tive applications are separate 
from the CSC-developed soft- 
ware and have no connection 
to the stalled project. D 





man for Baltimore-based 
BulkRegister.com Inc., implied 
that the registrars shouldn’t be 
held accountable for checking 
the accuracy of data provided 
by people who register do- 
main names. 

“We're like a department of 
motor vehicles,” he said. “If 
you give faise information to a 
DMV, they’ll still give you a 
driver’s license.” 

BulkRegistry and other reg- 
istrars have also said it would 
be too costly to implement a 
system to detect accurate in- 
formation on the front end. 

A spokeswoman for Veri- 
Sign Inc., a Mountain View, 
Calif.-based registrar, said the 
company implemented a real- 


time validation process to de- 


tect dummy data in a form’s 


| address field, such as listing 


123-123-1234 as a contact tele- 
phone number, a practice 


| often used by someone trying 


to perpetrate a fraud. 
However, despite this tech- 

nology, on Nov. ll, a scammer 

who set up a spoof eBay Web 


| site that has since been taken 


down, was allowed to register 
the domain name Ebaylogin.- 
com with VeriSign using 555- 


Last year, U.S. Rep. Howard 
Berman (D-Calif.), the ranking 
member of the Judiciary Com- 
mittee’s Subcommittee on 
Courts and Intellectual Prop- 


erty, warned ICANN that if 





registrars didn’t take action to 
verify the contact information 
of their customers, Congress 
may step in and force them to. 
Cade said the Whois task 
force doesn’t advocate govern- 
ment intervention, adding, 


| “The registrars need to under- 


stand that a little bit of self- 


| governance will prevent a 
| large amount of governance 


by government.” D 


ATLEAST A START 


One registry says it has developed a 
product to help improve data accuracy: 


@ QuickLink 34902 
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|Home Depot 
Upgrades 
Point-of-Sale 
Systems 


800 stores to get 
self-checkouts 


BY CAROL SLIWA 
The Home Depot Inc. last 
week announced a 12-month 
rollout of new point-of-sale 
terminals and self-checkout 
stations that employ technolo- 
gy from NCR Corp., Microsoft 
Corp. and 360 Commerce Inc. 

Plans call for the Atlanta- 
based home improvement re- 
tailer to upgrade the manned 
checkout stations in all of its 
1,489 stores and install self- 
checkout systems in 800 
stores during the next year. 

Home Depot has been pilot- 
ing self-checkout stations in 
major markets in eight states. 
Three hundred of the compa- 
ny’s high-volume stores are 
each due to get four of the 
stations by year’s end, with 
| another 500 stores to follow 
next year. 

Home Depot will use NCR 
| hardware and a modular, Java- 
based point-of-sale application 
that’s built on top of a frame- 
work from 360 Commerce, 
company IT officials said. 


Going Mainstream 
Jill Taylor, a director of engi- 
neering, said Home Depot 
considered Linux but settled 
on the “more mainstream” 
Windows operating system. 
She said that with Linux, the 
company would have faced is- 
sues such as a lack of drivers 
and support if it decided to 
use cross-platform hardware. 
In October, the company an 
nounced that it will also be in- 
stalling 40,000 desktop com- 
puters from Hewlett-Packard 
Co. Those PCs will replace 
about 30% of the company’s 
old Unix-based ASCII termi- 
nals, according to Barbara 
Sanders, vice president of en- 
gineering and architecture at 
Home Depot. B 
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it's true. We're devoted to three 


things: you, you, and you. From our 


dedicated 600-member Customer 


Relations Organization to our flex- 


ible licensing agreements, we're 


doing business on your terms. Not 


ours. It's another way that the com- 


pany you've always counted on for 


innovative software is providing 


innovative business solutions. 


To find out more, or to hear what 


some of our customers have to say, 


go to ca.com/innovation. 
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Info Builders CEO Touts 
‘Extended Enterprise’ Apps 


But no sign of rebound in 
IT spending, Cohen says 
BY MARYFRAN JOHNSON 

Gerry Cohen has been CEO of New York- 
based Information Builders Inc. for 

the past 27 years. Once a developer of 
fourth-generation languages for main- 
frames, Information Builders now 
focuses on Web-based information 
delivery products, data analysis soft- 
ware and integration tools, the latter 
through its iWay Software subsidiary. 
Last week, Cohen spoke with Comput- 
erworld about his company and new 
technologies such as Web services. 


So how’s business these days? On Dec. 31, | 


I'll know for sure how to answer that. 
There’s a lot of cliffhangers out there 
this year, and how we do depends pret- 
ty much on our fourth quarter. But it’s 
been a tough grind this year. We’re 
selling a ton of stuff, but we’re working 
harder to sell it. 


Are you optimistic about IT spending im- 
proving in 2003? I do think the IT econ- 
omy is going to improve over the next 
two years. I just don’t see a huge eco- 
nomic driver out there now to pull us 


into the next technology boom, where 
all of a sudden, everybody says, “Oh, 
we gotta buy something!” 


Not long ago, you launched a big wireless 
initiative. Are you seeing demand for busi- 
ness intelligence software on handhelds 


and BlackBerries? No, unfortu- 


nately, we don’t see much wire- 
less interest at all, and we had 
really quite an extensive initia- 
tive. It was painful just trying to 
sell that stuff. We've basically 
put it all on the shelf. But I’m 


going to make a prediction that 


we are going to see a lot more 
fixed wireless. In other words, 
in places where you could have 


had a wire but you don’t. The idea of 


wiring office buildings is going to dis- 


appear, for example. 


What's your view of the business intelli- 
gence market? Well, I hate the term 


business intelligence, I gotta tell ya. I 
think it pigeonholes us into something 
that’s too small. What really interests 
me are the new applications that go 
outside the organization and deliver 
information to customers, suppliers, 
dealers. Those apps are terrific, and 
the ROI can be spectacular. But these 


extended enterprise applications also 
require a certain class of facilities. You 
need scalability and reliability; the 
server has to be up all the time. 


Where do Web services play in all this? Can 
they deliver on the promise of easing inte- 


Hyperion Moves to Add Data | 


Contrasting Tools to Essbase | 


Upgrade will let 
analysis software track 
financial data changes 


BY MARC L. SONGINI 

Data analysis software vendor Hyperi- 
on Solutions Corp. last week said that 
it’s developing functionality that will 
provide a virtual corporate memory to 
end users who need to examine histor- 
ical business data. 

Hyperion next year plans to add life- 
cycle management capabilities to its 
flagship Essbase XTD business intelli- 
gence software. The added features are 
being designed to provide users with 
insights into budgets, individual busi- 
ness projects and other data in an au- 
tomated way, according to the Sunny- 


vale, Calif.-based company. 

The software will help customers 
create repositories of data related to 
business performance that users can 
access without having to fish through 
files and documents or seek informa- 
tion from other workers, said John 
Kopcke, Hyperion’s chief technology 
officer. “We're trying to remove trial 
and error from the [decision-making] 
process,” he said. 


Looking at Metrics 

For example, users in sales, finance and 
marketing departments will be able to 
look into the metrics behind business 
plans, budgets and individual projects 
and then drill down to see how the 
data has changed over time, Kopcke 
said. Users will also be able to record 


| 


gration between systems? Yes, for 
the smaller, lower-volume mes- 
saging work, which is probably 
90% or more of the market, 
Web services really simplify 
things dramatically. You’re not 
going to get 10,000 transactions 
a second through Web services. 
But when you're integrating 
disparate things, there’s nothing 
better than Web services to 
“commonize” the interface. All the 
new things we’re doing have a Web 
services component. 


Integrating applications is a perennial tor- 
ment for large IT departments. Are you say- 
ing Web services might make that less 
painful? I'll tell you this: If you look at 
three years ago, for every dollar your 
organization spent in software, you 
had to spend $4 in integration. Today, 
any of the vendors or integrators will 
tell you that it’s much closer to a 1-1 ra- 
tio. That's a huge reduction. D 


changes and analyze why they hap- 
pened, depending on the business rules 
that have been buiit into the software. 

In addition, the upgraded Essbase 
technology will provide a forum for 
companies to store comments that ex- 
plain alterations to historical financial 
data or business projections. Kopcke 
declined to provide a specific ship- 
ment date for the new software. 

“This is a valuable capability that 
people don’t appreciate until they 
make an invalid comparison based on 
bad assumptions,” said Mike Schiff, an 
analyst at Current Analysis Inc. in 
Sterling, Va. The data-tracking func- 
tionality being promised by Hyperion 
is akin to the bills of material that man- 
ufacturers use to keep track of the dif- 
ferent components they use to make 
products, Schiff said. 

He added that the only other soft- 
ware vendor he knows of that’s doing 
something similar is Kalido Ltd., a 
London-based developer of data ware- 
housing and business reporting tools. D 
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No matter the size of your company, we've got a server that fits. Dell PowerEdge servers grow with your business, minimize downtime, are easy to integrate and even 
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OPINION 


PATRICIA KEEFE 


Are We Being Served? 


WAS FLIPPING THROUGH the newspaper 
the other day and came across a startling pic- 
ture. It was an enormous dispensing machine 
for Stila cosmetics, designed to speed things 
up for women coming into stores for refills. 
Since these customers know what they want, the 
machine eliminates the need to wait for an avail- 


able salesperson. Howev- 
er, major department 
stores fortify the en- 
trances to their stores 
with heavily staffed cos- 
metic departments. Per- 
sonalized and persuasive 
service is the whole 
point. Installing a huge 
makeup dispenser in the 
middle of that sales tradi- 
tion speaks volumes 
about how far we’ve 
come with the notion of 
self-service. 

In fact, I wonder if the human 
sales associate won’t become ex- 
tinct in my lifetime. Technology is 
fast becoming the first interface to 
the customer, instead of the last. 

Ironically, the rush to automate 
service and sales comes at a time 
when corporations are pushing to 
get closer to customers, to slice and 
dice demographic data ever more 
finely in order to carve out new 
niches to sell into. And that makes 
for a potentially dicey situation. 

It won’t do to alienate would-be 
customers, but that is exactly what 
businesses risk if they don’t create 
intuitive, self-service processes. In 
this situation, how you are per- 
ceived in the market will be a direct 
reflection of how good your tech- 
nology is. 

As a consumer, if I am to be ca- 
joled into using a service that — 
let’s face it — was installed to elim- 
inate jobs and that will undoubt- 
edly require more effort on my part, 
then I want technology that works 
at least as efficiently as the human 
it’s replacing. I also want the same 
ability to interrupt the process at 





any time to ask ques- 
tions or change part 

of the transaction. I 
don’t want to feel more 
rushed than I would 
while interacting with 
a flesh-and-blood em- 
ployee. And I want 
some accessible guid- 
ance on how to use the 
system should I need 
it. And, in the worst- 
case scenario, I want 
to be able to access a 


| human if things go wrong. As a 
| senior manager at Dell Computer 


told one of our reporters earlier 


| this year, “You need to give cus- 
| tomers choices ... then make the 


low-cost choices at least as attrac- 
tive as the rest.” 

And yet, in the past couple of 
months, I have been stymied by an 
obstinate Delta Air Lines kiosk, ha- 





rassed by a mouthy Home Depot 
self-checkout system and frustrated 
by online catalogs that refuse to pull 
up pages. 

Do you remember when banks 
begged us to use those newfangled 
automated money dispensers? 
ATMs were going to cut costs, in- 
crease efficiency and improve cus- 


| tomer service. Well, they did all 


that and more — mostly for the 
banks. Sure, not one of us would 
willingly give up our ATM access 
today, and with good reason. But 
with that convenience increasingly 
comes a bigger bite taken out of our 


| wallets by a technology that still 
| eats or rejects bank cards, runs out 
| of cash and inexplicably crashes 


when you need it the most. Talk 


| about withdrawal pains! 


Self-service kiosks, dispensers, 
checkout counters and help desks 


| can work only if they’re designed to 

| ensure a win-win transaction. When 
| your face to the customers goes sili- 

| con, that technology had better be 


able to stand in for your best and 
brightest employees. Remember — 
while humans can often save a 
botched sales effort, consumers are 


| much more likely to walk away from 
| a botched self-service effort — some 
| never to return. D 


NETWoRIr 
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PIMM FOX 
Microsoft 
Advice Is 

Inadmissable 


AST MONTH, Microsoft 

Chairman Bill Gates, the 

world’s richest person 
($43 billion by Forbes’ esti- 


mate), went to India and 
stumped for technology. He announced 
that Microsoft would invest $400 mil- 
lion in local software initiatives, and 
the audience — as well as the interna- 
tional press — cheered. 

But would they have been so enthu- 
siastic, so supportive, if it were widely 
known that the money comes from 
just two divisions of a company that 
has in effect been granted antitrust 
immunity? 

At Comdex, Gates chastised in- 
vestors and analysts for being too pes- 
simistic about IT’s future. But would 
his adoring fans — 
overseas as well as 
here in the U.S. — 
hang on his every 
word and revel in his 
speeches calling for 
greater IT innovation 
if it were commonly 
understood that he 
heads a business 
thriving without 
competition because 
of legal successes in 
Washington? 

Old news surely. We already know 
Microsoft isn’t like other companies. 
But a new development shows just 
how true this is. 

Recent SEC filings reveal that for 
the three-month period that ended 
Sept. 30, the two cash generators at 
Microsoft were Windows and Office. 
Windows (the monopoly operating 
system for PCs) pulled in operating in- 
come of $2.48 billion on sales of $2.89 
billion. Office (the de facto productivi- 
ty suite that comes glued to Windows) 
raked in $1.88 billion on revenue of 
$2.38 billion. Both products have been 
effectively protected by Microsoft's 
triumph in the courts. 

No one questions Microsoft's right 
to make a profit, but when you're talk- 
ing about profit margins of 85% and 
79%, respectively, we have a right to 
question the validity of the business 
advice from someone who clearly 
doesn’t operate a “normal” business. 
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Of course, part of Microsoft’s world 
has competition, but it consistently 
loses money there: MSN lost $97 mil- 
lion on revenue of $531 million for the 
same period that ended in September. 
The CE/Mobility unit had red ink of 
$33 million on just $17 million in sales, 
while Xbox lost $177 million on sales 
of $505 million. The Great Plains unit 
had losses of $86 million on revenue 
of $107 million. 

This could be the result of an effort 
to pull the income statement and bal- 
ance sheet together to accommodate 
new, tighter strictures on booking rev- 
enue and profits in the wake of corpo- 
rate accounting scandals. And these 
numbers reflect only operating profits, 
so development costs aren’t included. 

But even so, Bill Gates and his 
beloved Microsoft have been hailed as 
paragons of capitalism and technology 
innovation, worthy to render sage ad- 
vice about world affairs, business 
trends and just about anything else 
that pops into Gates’ head. 

We would do well to recall that 
few profit from advice like those who 
give it. D 


MICHAEL GARTENBERG 


‘Tablet PCs 


Have Role for 
‘Today’s IT 


HE VALUE proposition 

of mobile computing 

has always been clear. 
The added hours that mo- 


bile systems let us work have 
long outweighed any price premium. 
But there still remain times in the 
workday when they’re impractical, so 
we resort to pen and paper. 

Turning handwritten notes into dig- 
ital information is cumbersome. But 
thanks to Microsoft and some innova- 
tive hardware, that has changed with 
the Tablet PC. 

The key to the Tablet PC is that 
foremost, it’s a PC. It runs Windows 
XP applications and adds support for 
touch screens, “pens” and “ink.” Mi- 
crosoft has also mandated hardware 
requirements that enhance the Tablet 
experience. For example, the screen 
isn’t like the touch screens on hand- 
held organizers; it’s an active digitizer 
that uses a stylus to accurately sample 
and track the cursor. This creates a 
“flow” of ink that’s natural and feels 


like writing on paper. De- 
pending on the vendor, a 
Tablet PC might be a slate 
model, a hybrid with a de- 
tachable keyboard, or a 
convertible that looks like 
any other subnotebook un- 
til you fold back the screen 
and lay it flat into a tablet. 
Most users will be more 
comfortable with the con- 
vertibles from Toshiba and 
Acer, which are closer in 
feel to traditional laptops. 
You’re probably mutter- 
ing, “Pen computing? Been 
there and done that.” (See 
Maryfran Johnson’s take on the Tablet 
PC [QuickLink 34379] and the letter 
below.) But this isn’t your father’s pen 
computer. The Tablet PC works well, 
but you do have to get to know it a bit 


and set your expectations accordingly. 


First, the Tablet PC isn’t about hand- 
writing recognition per se as much as 
it is about ink as a data type that can 


| 
| 
| 
| 
| 


be searched, with recogni- 
tion done in the back- 
ground. Second, if you 
can’t read your own hand- 
writing, no computer will 
be able to either. 

The killer app for the 
Tablet PC so far is the one 
demo application Micro- 
soft bundles with the hard- 
ware. Called Journal, this 
notepad application lets 
you take handwritten 
notes, store them as ink, 
convert ink to text and 
send it to other applica- 
tions. As you write, Journal 

does recognition in the background, 


| letting you search the notes later for 


keywords and integrate that informa- 
tion elsewhere. No longer are your 
notes disconnected from your com- 


| puter-related work. 


Is this worth the extra cost of a 
Tablet PC over a traditional laptop? 
I think so. Just as laptops are justified 





choices over desktops because of the 
additional hours they enable knowl- 
edge workers to be productive, the 
Tablet PC improves on traditional lap- 
tops. If your average worker spends 
six to eight hours a week or more in 
meetings, the Tablet PC with Journal 
will be a productivity boon. 

Of course, that’s merely a single ap- 
plication. As Office applications be- 
come Tablet PC-aware, they will en- 
able new levels of collaboration and 
communication. It’s often hard for IT 
departments to justify new technology 


| enhancements in a down economy. 


But the Tablet PC is a technology that 
can pay for itself. My advice is, if your 
IT department isn’t looking good to 
the rest of the company, give a couple 
ot these devices to some top execs and 


| see how your image improves. D 
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More columnists and links to archives of previous 
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ing lately? | thecrize that people's | 
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Twisting the Truth 


S ONE WHO IS researching 

systems failures with the Soft- 
ware Forensic Centre at Middlesex 
University, | wholeheartedly agree 
with David Foote’s article “Manage 
Your Stakeholders” [QuickLink 
34260] regarding the effects of 
stakeholder interest on systems 
failures. | was delighted to see this 
topic being given a very public pro- 
file, since during my 17 years at a 
large British company, | was stag- 
gered at how stakeholders in vari- 
ous guises could twist a situation to 
meet their own ends, regardless of 
the consequences. 

More than once | have experi- 
enced situations where a devastat- 
ing problem manifested itself out of 
nothing. It was clear that a particular 
course of action should be taken, 
but because of the actions of a par- 
ticular stakeholder, that wasn't what 
happened. In such situations, the 
whole focus originally identified dur- 
ing the requirements phase of a 
project can become distorted. Fixes 
are taken to cope with amend- 
ments, and then fixes are made to 
correct fixes to amendments, and so 
on. In the ensuing downward spiral 
into the abyss of failure, it is a sad 
but understandable fact that few are 
concerned with what originally sent 
them down there in the first place. 

Is there a solution to all of this? 





Perhaps, but it is complicated and 
difficult. However, to take just two 
aspects of it, a more constructive at- 
titude could be shown by those with 
acontrolling interest. Much has been 
written about the responsibilities of 
the people at the top - directors and 
vice presidents - to become truly ac- 
countable for the conduct of events. 
If they don’t understand a particular 
concept or the reasons for a deci- 
sion having been made, then they 
should ask about it and insist on an 
answer - and then be competent 
enough to cope with it. From the per- 
spective of those further down the 
managerial tree, it would be good to 
think that genuinely motivated 
whistle-blowers are treated sensibly 
rather than being castigated for sim- 
ply telling the truth. 

John Donaldson 

Researcher, School of 
Computing Science, Middlesex 
University, London, John. 
Donaldson@dial.pipex.com 


Writer’s Block 


HAVE TO WONDER how much it 
will cost to support Tablet PCs 
[QuickLink 34379], but I'd also like 
to make another point. | posit that 

for more than a decade now, at 
least in the U.S., we have gradually 
adopted typing and printing as a 
de facto communication medium. 
Have you seen people's handwrit- 





motor skills have weakened and 
that introducing a handwriting ap- 
plication isn't so much unproduc- 
tive as it is a nuisance to users. In 
some corners of Madison Avenue, 
“retro” seems to be cool, but | just 
doubt handwriting is cool anymore | 
Sin Hang Lai 

Cos Cob, Conn., 
sinhanglai@yahoo.com 


Correct Method 


| WOULD BE GRATEFUL if you 
would stop using the word 
methodology when explaining how 
you conduct your surveys and use 
the word methodinstead, as your 
usage is incorrect [QuickLink 
33476]. Methodology “can proper- 


| ly refer to the theoretical analysis of 
| the methods appropriate to a field 


| of study or to the body of methods 


Strategy and IT 


UDOS TO the author of “Jump 

Ball!” for a well-researched in- 
terview with Merrill Lynch CIO John | 
McKinley [QuickLink 33712]. 
McKinley's leadership seems to be 
an exception to the general norm 
among IT leaders, most of whom 
mistakenly believe that they add to 
the core competence of every orga- 
nization where they work. At the 
risk of antagonizing the entire tribe 
of IT executives, it can be said that 
software systems and information 
technologies form the core compe- 
tency of the overall business strate- 
gy for a small minority of organiza- 
tions. In most cases, technology is 
an essential function of business 
(like finance) that needs to be inte- 
grated into the overall strategic mix. | 
Mohan Babu 
Consultant, Compuware 
Corp., Colorado Springs, 
Mohanbabuk@rocketmail.com 





and principles particular to a 


| branch of knowledge,” according to 


The American Heritage Dictionary 
of the English Language, Fourth 
Edition. Method is “a means or 
manner of procedure, especially a 
regular and systematic way of ac- 
complishing something.” 

Phil Stubbington 

Bracknell, England, 
phil.stubbington@exel.com 


| COMPUTERWORLD welcomes 
| comments from its readers. Letters 


will be edited for brevity and clarity 
They should be addressed to Jamie 
Eckle, letters editor, Computerworld, 
PO Box 9171, 500 Old Connecticut 
Path, Framingham, Mass. 01701 

Fax: (508) 879-4843. 

E-mail: letters@®@computerworld.com. 
Include an address and phone num- 
ber for immediate verification 


More letters on these and other 
topics are on our Web site: 
computerwor'd.com/letters 
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SYBASE INTEG RATION SO LUTIONS. 


MAKING 
SENSE 





OUT OF WHAT YOU'VE 


ALREADY 'GOT. 








When most people think of Sybase, 
they think database. And for 
very good reason. For nearly 
twenty years, we've been creating 
databases for high-transaction, 
mission-critical environments. 
So why the evolution from a pure 
database company to a database 
and integration company? The 
answer is simple: the database. 


Sybase databases power a majority of 
the trades on Wall Street. And you'll 
find our database technology in smaller 
venues as well. In fact, our subsidiary, 
iAnywhere Solutions, is the leader in 
mobile and wireless database technology. 


Now we're leveraging our database 
technologies as well as our integration 
technologies to help you extract the 
maximum value from your existing 
data assets. 


Among our growing list of customers, 
you'll find global financial service 
companies, healthcare companies, United 
States government agencies, as well as 
telecommunications providers and a host 
of other enterprises. 


IMPROVE YOUR 
BUSINESS PROCESSES 


Our Sybase Business Process Integrator (BPI) 
Suite enables the rapid deployment of 
business process integration projects while 


minimizing time to market and reducing risk. 


Integration Company 


We can help you integrate ail the 
disparate data and business applications 
running in your enterprise and extend them 
to any location in the world: platforms, 
application servers, components, databases, 
applications, processes, message brokers, 
even mobile/wireless solutions. By choosing 
Sybase, you can preserve and extend your 
existing infrastructure investments, avoid 
proprietary traps, and improve efficiency 
across the enterprise. 
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THE STRAIGHT GOODS ON SOFTWARE INTEGRATION. 


You can see it in action in our TradeForce™ 
Suite for Straight Through Processing (STP) 
from Financial Fusion, in our HIPAA Studio 
Solution, and in our PATRIOTcompliance 
Solution for the USA PATRIOT Act. 


SYBASE ENTERPRISE PORTAL 


Once you've integrated your data and 
applications, you need a better way to 


Complexity 


personalize and securely interact with that 
information. That's where our Enterprise 
Portal comes into play. 


The Sybase Enterprise Portal is built on 
a unified, scalable and highly flexible 
framework. It can deliver your back-end 
applications in real time - completely 
customized to your needs. Best of all, you 
can implement it in stages and reduce 
costs today while positioning yourself 
for competitive advantages tomorrow. 


Our global leadership here is evident. 
Gartner, Inc. positions Sybase in the 
leadership quadrant of this important 
and rapidly growing space. 


THE SOLUTION 
FOR CHALLENGING TIMES 


In this era of restricted budgets and 
reduced capital expenditures, it’s necessary 
to find ways to extract more value from 
the systems you already have in place. It's 
critical that you put all the information 
you have, wherever it may be, to work for 
you. Our integration soljutions do just that. 


These modular packages can help you 
integrate every data source and application 
from the back office to the front, from the 
legacy mainframe to the wireless device in 
the customer checkout line. 


For more information, point your browser 
to: sybase.com/integrationsolutions. 


And get a lot more value out of what you've 
already got. 


©2002 Sybase, Inc. All righes reserved. All trademarks are the property of their respective owners. 
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BETTER WHEN EVERYTHING WORKS TOGETHER: 





ROBUST OBJECT DATABASE 
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Our post-relational database. 


It combines the best technologies 
in the database world. 


For your next generation of applications, 
move to the next generation of database technology: 
Caché, the post-relational database. 

What makes Caché “post-relational”? It provides 
developers three integrated data access options which 
can be used simultaneously on the same data: an 
advanced object database, high-performance SQL, 
and rich multidimensional access. 

Because Caché’s architecture is a multi- 
dimensional structure, applications built on it are 
massively scalable and lightning-fast. 

Plus, no mapping is required between object, 
relational, and multidimensional views of data. 
This means huge savings in both development and 
processing time. And, Caché-based applications 
don’t require frequent database administration or 
hardware and middleware upgrades. 


More than just a database system, Caché 
incorporates a powerful Web application develop- 
ment environment that dramatically reduces the 
time to build and modify applications. 

The reliability of Caché is proven every day in 
“life-or-death” applications at hundreds of the 
largest hospitals. Caché is so reliable, it’s the world’s 
leading database in healthcare — and it powers 
enterprise applications in financial services, 
government and many other sectors. 

We are InterSystems, a specialist in database 
technology for 25 years. We provide 24x7 support 
to four million users in 
88 countries. Caché is 
available for Windows, 
OpenVMS, Linux and 
major UNIX platforms. 


InterSystems » 


E.. CACHE 


Make Applications Faster 


Download a fully-functional version of Caché or request it on CD for free at www.InterSystems.com/post-relational 


© 2002 InterSystems Corporation. All rights reserved. InterSystems Caché is a registered trademark of InterSystems Corporation 
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HANDS ON 

Palm’s Executive PDA 
The new Palm Tungsten 
models are pricey, but 
they’re almost good enough 
to win over one Pocket PC 
fan, says gadget guru Rus- 
sell Kay. Page 36 





As collaboration tools mature, 
they are being assembled into 
virtual workspaces that can 
bring employees and compa- 
nies together. By Drew Robb 


FTER YEARS OF HYPE, collab- 
oration tools may finally be 
approaching that elusive 
goal of enabling employees, 
vendors and customers to work with 
one another when they’re in different 
locations as smoothly as they can in 
face-to-face meetings. And for those 
organizing the meetings, these tools 
can help them do it a whole lot more 
efficiently than ever before. 
Collaboration technologies had their 
humble beginnings in e-mail but now 
include everything from application 
sharing to workflow management to 
videoconferencing. But what’s finally 
bringing these technologies into com- 


panies is the way they are being assem- | 
| ware combines communication, docu- 


bled into virtual workspaces. 

“We were going crazy,” says Christy 
Keener, senior vice president of orga 
nization at CNA Insurance in Chicago. 
She had the job of bringing together 
350 people from different parts of the 
company to review corporate strate- 
gies and direction. Prior to the confer- 
ence, those involved became bogged 


| collaboration technology,” 


down in project status reports, budget- 


ing, conference goals and, in particular, 


review and discussion of key docu- 


| ments. With input from hundreds of 
| dispersed groups, keeping track of 
| changes and responding to the revi- 


sions of others proved to be a night- 


mare. By setting up a hosted virtual of- 


fice using the Caucus Consortium’s 
Team software, Keener grabbed con- 


| trol of document tracking. 


The Ann Arbor, Mich.-based Caucus 
Consortium is composed of a software 


| firm, collaboration consulting firms 
and an educational institution. Team is 


part of a new generation of virtual 


| workplaces. Available either as an in- 


house or a hosted product, the soft- 


ment management and project man- 
agement features into a customizable, 


| virtual-team portal. 


“That project launched our use of 


“We couldn’t possibly have managed 


| without those tools.” 


CNA’s experience is far from unique. 


says Keener. 


FUTURE WATCH 
Autoimmune Computer Systems 
Traditional computer security measures 
are increasingly proving inadequate. 
What we need are systems that devise 
their own defenses on the fly, say re- 
searchers who are working on solutions 
to the problem. Page 38 


\ \\\\ : 


OPINION 

Digital Rights and Wrongs 
In the debate over copyrighting 
digital material, both sides are 
wrong, according to columnist 
Nicholas Petreley, who suggests 
a course of action for con- 


sumers. Page 44 


Collaboration 
ets lt Together 
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Although the basics of collaboration 
involve nothing new, the tools have fi- 
nally matured to the point where they 
can facilitate human interaction with- 
out being a burden on IT or users. As a 
result, Framingham, Mass.-based IDC 
estimates that companies have spent 
about $4.5 billion on collaboration ap- 
plications this year. 

Those sales are being driven not by 
technological breakthroughs so much 
as by product packaging and integra- 
tion. Much like collections of related 
office or systems management applica- 
tions, collaboration software packages 
now come bundled with tools for emu- 
lating every aspect of an office envi- 
ronment, from physical features such 
as conference rooms, bulletin boards, 
telephones, file cabinets and calendars 
to interpersonal interactions such as 
chat and document exchange. The lat- 
est tools create realistic virtual offices, 
minus the coffee. 


Virtual Offices 


Typically, virtual offices are set up as 
secure intranet or extranet portals. 
Some are designed to resemble a phys- 
ical office, with “walls” where informa- 
tion can be posted or accessed. Team 
members have “facilities” to communi- 
cate with one another and move the 
project to its conclusion. These in- 
clude all documents created during the 
project, discussion archives, calendars, 
bulletin boards and timelines as well as 
communication tools such as e-mail, 
instant messaging and videoconferenc- 
ing. One useful newcomer is presence 
management, which works like AOL 
Instant Messenger’s “buddy list” — an 
icon or picture indicates who is cur- 
rently logged into the office and avail- 
able for real-time interaction. 

At CNA, for example, any employee 
can access the portal, which has a 
steady feed of insurance industry news 
and company announcements, plus 
links to the corporate knowledge base 
and e-learning area. On the left of the 
screen is a button that CNA employees 
who are members of a virtual team can 
click on to access their virtual office. 

CNA uses Collaboration Architects 
LLC, a consulting firm in Falls Church, 
Va., that’s part of the Caucus Consor- 
tium, to customize each of the virtual 
offices with the tools needed by a par- 
ticular team. Features include a general 
discussion space, project management 
and budgeting tools, status reports, is- 
sues logs, responsibility matrices, proj- 
ect goal and summary, as well as the 
normal communication and document 
storage and management functions. 

And access to collaboration portals 
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Functions of Common Collaborative Tools 


Matching collaborative 
tools to appropriate 
functions is key to 
creating an efficient 
virtual workspace. 


Roles & responsibilities 


Norm-setting 
Business rules 
Custom interface 


Goal-setting 


ea messaging —s | 
DL a “fe 
Webcasting i 
Virtual workgroup 
ete ET) eh) ar 


doesn’t need to be limited to those 
within the organization. Environmen- 


| tal consulting firm Jones & Stokes As- 


sociates Inc. in Sacramento, Calif., for 
instance, often brings together staffers, 
clients, partners and subcontractors 


| from around the western U.S. to pre- 


pare Environmental Impact Reports 
(EIR). Virtual offices created by 


| Pleasanton, Calif.-based Documentum 


Inc.’s Room application include re- 
positories of thousands of references 
used in compiling an EIR. Once a doc- 
ument is authored, eRoom automati- 
cally notifies the next person on the 
approval line that it’s ready for review. 
“One client became excited about 
having documents online because now, 
for the first time, they had easy access 
to all of their own materials in a search- 
able format,” says Lane Yago, who was 


| manager of design and implementation 


for applied technology solutions at 

Jones & Stokes until he left the firm 
last month. “People are not used to 

having that kind of power.” 

Those consulted on EIRs can also 
use eRoom to share files during meet- 
ings, as long as participants have the 
appropriate software loaded on their 
workstations. For specialized and less- 
commonly used tools such as geo- 


| graphic information systems and com- 


puter-aided design software, partici- 


| pants can at least share screenshots. 


Companies such as Jones & Stokes 


| and CNA report no significant prob- 


lems with implementation. It’s quite 
likely that most companies already 


| have the infrastructure needed to cre- 


ate virtual offices. Bandwidth needs 
are minimal unless you want to do 
videoconferencing, say users. Some 
companies may need to add one or 
more servers. Alternatively, collabora- 


Wizards & templates 


| tion packages can be outsourced. 


| setting up a new room at Jones & 


| ect managers to make sure he under- 





Productivity tools 


| >< | ><| 
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Although CNA Insurance has a large 
internal IT group and Jones & Stokes 
has only a few IT staffers, both pre- 
ferred to outsource because they could 
then scale collaboration services to 
meet their needs without having to 
provide IT support internally. 

“If [Jones & Stokes] were a billion- 
dollar company with a 100-person IT 
group, [they] might do it in-house,” 
says Yago. “Since the IT support team 
is busy maintaining the network, hard- 
ware and software for all branches of 
the company, it made more sense to 
outsource.” 


Cultural Change 

To spawn a new virtual room, all Jones 
& Stokes has to do is go to the Facili- 
ties screen, fill in the appropriate in- 
formation, designate what type of shell | 
or template to use and enter the nam- | 
ing convention. “It isn’t deploying the 
technology that is challenging,” says 
Yago. “It’s getting the people to use [it], 
experience the benefits and turn it into 
a standard practice.” 

According to Yago, the virtual office 
concept requires IT to spend a lot of 
time training users and becoming fa- 
miliar with the demands of each proj- 
ect so the collaboration environment is 
optimized for the task at hand. Before 


| 
| 


Stokes, Yago would meet with the proj- 


stood all the physical things that need- 
ed to be done on the project, who 
would do what, and most important, 
the intended final product. He could 
then automate the processes and lever- 
age eRoom to obtain the desired result. 
ERoom has several templates to 
make configuration easier, but they 
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Time-bounded events 


Team building 


must still be customized to specific 
project needs. Setting up a site is a 


| matter of assembling the virtual office 


out of the pieces available in the tem- 
plate, so it’s less customizable than if a 
company owned all the underlying 


| software. The trade-off is in terms of 


ease of use; you just click on the fea- 
tures to add them. The eRoom Web 
site has samples of the templates that 
visitors can play with to see if the soft- 
ware meets their companies’ needs. 

However, notes Keener, virtual of- 
fice packages may not be right for 
every meeting. CNA uses Caucus’ 
Team software for big events, such as 
the 350-person convention described 
earlier and a finance project involving 
about 40 people. But a virtual meeting 
room can be overkill for smaller proj- 
ects that involve only a handful of peo- 
ple, especially if the participants can 
meet in person without much trouble 
or expense. 

Keener’s advice: Start out with a 
couple of teams for which face-to-face 
meetings would clearly be too expen- 
sive or time-consuming. Then scale it 
down until you find the size and type 
of meeting where the collaboration 
suite itself becomes a burden. “Where 
the circumstances make it easier and 
more convenient to use the tool, peo- 
ple will use it,” she explains. “You have 
to look for the right degree of pain.” D 
Robb is a freelance writer in Tujunga, 
Calif. 


SHARED KNOWLEDGE 


To read about how Miami-based Ryder System Inc. uses 
collaboration tools as the basis for its knowledge 
management system, visit our Web site: 


QuickLink 34785 
www.computerworld.com 
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CHARLES SIMONYI, 
Microsoft’s former chief 
architect, recently left 
the software giant to co- 
found Intentional Soft- 
ware Corp. in Bellevue, 
Wash. The company is 
developing a notation 
editor that supports “in- 
tentional programming,” 
an approach that em- 
beds the program designer’s intent with 
the code, making it understandable to 
programmers and nonprogrammers 
alike. 

Simonyi invented Bravo, the first 
WYSIWYG processor, at Xerox Corp.’s 
Palo Alto Research Center before joining 
Microsoft. At Microsoft, he led the de- 
velopment of Word and the Multiplan 
and Excel spreadsheet programs. Si- 
monyi, who was born in Hungary, also 
developed Hungarian Notation, a vari- 
able naming convention well known to 
many programmers. Simonyi recently 
spoke with Computerworld’s Robert L. 
Mitchell about his accomplishments at 
Microsoft, his plans for his company 
and software development in general. 


You had been at Microsoft since 1981. Why 
did you decide to leave now? Because 
there is this tremendous opportunity 
in intentional technologies. We are try- 
ing to provide higher productivity and 
higher quality of software. In the pro- 
gramming process today ... much of 
the design intent is lost. We want to 
prevent that loss. We want to capture 
that design information — the intent 
of the designer. That’s why we call it 
Intentional Software. 


Let’s talk about intentional programming. 
Can you explain what you mean by the need 
to recapture lost design information? Sup- 
pose an architect decides that a fire- 
place should be centered under a bal- 
cony, and that gets encoded in the 


THE Intentional 
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drawing by a distance of the edge of 
the fireplace from a wall. Imagine that 
later on something changes. Maybe the 
fireplace cannot be delivered and a 
smaller one is substituted. The dimen- 


| sion — the distance from the wall — 


doesn’t convey that information, so the 
design intent has been lost. People 
spend a lot of time trying to recover 
the design intent. This is pretty much 


| what happens in software projects as 


well as construction projects. 


How are you going to solve that problem? If 
you look at design documents, they are 
only partly in English. They are very 
technical, and they do have formulas 


Title: CEO of Inten- 
tional Software Corp. 


Age: 54 


Accomplishments: For- 
mer chief architect’at 
Microsoft, where he 
authored Multiplan, Ex- 
cel and Word. Invented 
Hungarian Notation 
programming tech- 
nique. Created Bravo, 
the world’s first 
WYSIWYG word 
processor, at Xerox 
PARC. 


www.intentsoft.com 





& We want to capture 

that design informa- 
tion - the intent of the de- 
signer. That’s why we call 
it Intentional Software. 


CHARLES SIMONYI, CEO, 
INTENTIONAL SOFTWARE CORP. 


and charts and tables in them. So one 
[requirement] is that [the notation] be 
machine-readable. The second thing is 
that it has to be as much as possible 
like the domain notation that people 
already use. 

The tool we are going to sell will be 
a notation editor that will let you 
record the design intent as close to the 
domain notation as possible. The 
stakeholder ends up doing the design. 
Then the result, expressed for example 
in XML, can be trans- 
formed by a program gen- 
erator into the program 
that will actually run on 
the computer. 

The stakeholders ... are 
the people around the soft- 
ware project who are con- 
tributing the value to the software. For 
example, when the domain is health 
administration, then the people who 
are experts in health administration 


are the stakeholders. User interface ex- | 


perts, graphics designers, creative peo- 
ple are all stakeholders. 


Is the stakeholder essentially doing high- 
level coding? There has been an unsuc- 
cessful trend of creating programming 
languages that a nonprogrammer 
could use. That’s not what we are say- 
ing. We don’t want the stakeholders to 
write code. We want to capture the de- 
sign of the stakeholder and treat it like 
code, which is a big difference. 

Will this shift mean another learning curve 


PROGRAMMER 


Microsoft's former chief architect has started his own company 
and wants to transform the way software is designed. 
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and another abandonment of existing prac- 
tices and legacy code? The answer is 
most emphatically no. I’m not suggest- 
ing any new ways of implementing 
things. 


Whats in it for IT? If we make the code 


| look like the design, then programmers 


will spend less time recovering that 
design information, because it will be 
in front of them. The stakeholders can 
[then] directly interact with the code. 
That simplifies the programmer’s job 
because they are not going to be the 
intermediaries. 

Instead of writing code for a day, the 
programmer writes a generator for a 
day. And at the last millisecond of the 
day, he runs the generator and gets the 
code as well. So he’ll be just as far 
along as the programmer would have 
been before, except now we not only 
have the code but we also have a gen- 
erator. So we are one milli- 
second away from generat- 
ing the next version and all 
the other versions that will 
come after the stakeholders 
play their creative games. 

The benefits to the end 
users will come as a gener- 
al improvement in productivity and 
quality that will come from machine 
processing instead of the programmer 
always massaging the code. 


When will intentional programming products 
arrive? We'd like to have a product in 
about two years. At the same time, it 
will be important for us to bring out 
some live artifact in six months that 
will help us communicate our ideas in 
a vivid and dynamic form. 


Half your development staff is in Hungary. 
What are the benefits to using a multination- 
ai development team? In Hungary, the 
ready availability of world-class talent 
means we can expand our develop- 
ment capacity with ease. So that’s real- 
ly the major benefit. The other benefit 
is that we get exposed to the issues of 
distributed development, which is a 
high-value problem that our tools will 
be able to address. 

Also, there’s this notion of working 
in different time zones, which creates 
an interesting and very positive dy- 
namic. 

A team that works in one time zone 
can pose issues and challenges and 
problems to the other team, and the 
solutions arrive the next morning. It’s 
almost like doubling the number of 
hours in one day, which is something 
businesses have always wanted to 
have. B 
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Palm’s Executive PDA 


Tungsten may not be a precious 
metal, but it’s a terrific, enterprise- 


oriented handheld. By Russell Kay 


ALM IS BACK. After a 
string of so-so models 
and hardware prob- 
lems, the Milpitas, 
Calif.-based company that de- 
fined the successful personal 
digital assistant (PDA) has 
brought out a winner. The 
first of Palm Inc.’s new Tung- 
sten models com- 
bines a much- 
improved color dis- 
play with a signifi- 
cantly faster proces- 
sor and puts it into a 


| 
| 
= 


HANDS ON 
REVIEWS 4 


smaller package than any of its | 
haps the most interesting new 


predecessors. 

The new Tungsten T is 
designed as a top-of-the-line 
model to update and replace 
the ultraslim Palm V, says 
David Christopher, senior di- 
rector of product management 
at Palm’s hardware group. And 
it’s priced accordingly. 

Palm’s Tungsten line is 
aimed squarely at enterprise 
customers as part of a wire- 
less strategy that includes 
two software products: the 
Tungsten Mobile Information 
Manager Server for e-mail 
and calendar-sharing, authen- 
tication and encryption; and 
the Enterprise Services Por- 
tal, to simplify the adminis- 
tration and deployment of 
handhelds. 


Great Hardware 


Recognizing that most of the 
time, people use their PDAs to 


formation, the dedicated area 
of the screen used for Grafitti 
input has been hidden under a 
retractable section of the case 
called the slider, similar to the 


weighs less than 6 oz. 

Like many recent Palm mod- 
els, the Tungsten T incorpo- 
rates an expansion slot for a 
Secure Digital or MultiMedia 
Card, which can be used for 
wireless LAN access via Wi- 
Fi; file storage (up to 512MB); 
and dedicated applications 
and reference 
works, such as drug 
and formulary data- 
bases, maps and 
more. 

Built-in Bluetooth 
short-range networking is per- 


feature, enabling Palm users to 


| easily print data and commu- 


nicate with other Bluetooth- 
equipped computers 

and PDAs in a 10- to 

30-ft. range — such 

as in a meeting. Palm 

has also wisely re- 

tained the infrared 


beaming capability 


| that Palm users have 
| learned to love. 


The biggest attrac- 
tion of this new ma- 


| chine is its screen. 


It’s bright, with lots 


| of contrast, and of- 
| fers even higher reso- 


lution than Pocket 
PCs — 320 by 320 


| pixels, vs. 320 by 240. 


Its 65,000 colors 


| make the Tungsten T 

| a handy unit for carrying and 
| viewing photographs. The 
look up contact or calendar in- | 
| memory feeding its 144-MHz 
| OMAPI510 (ARM-based) 


| processor from Texas Instru- 


way the Sharp Zaurus hides its | 
| worth of use from the Tung- 


thumb keyboard. 

This effectively shortens 
the unit by 0.8 in. with no 
downside. The 4- by 3-in. de- 
vice is just 0.7 in. thick and 


device comes with 14MB of 


ments Inc. in Dallas. 
Battery life is pretty good. 
I could usually get a week’s 


sten T before needing re- 
charging — unless I got 
into a long spell of 

game playing. 





Palm has added a built-in 
voice recorder that I found 
quite handy for storing direc- 
tions and making notes to my- 
self in the car. Another nice 
touch is the stylus — just 
press down on it and it pops 
up, much easier to grab than 
in former models. 

The Tungsten T comes with 
a Universal Serial Bus (USB) 
cradle using the same connec- 
tor as Palm’s other handhelds. 
Although I have sometimes 
had problems getting a USB- 


| connected PDA to be recog- 


nized by a PC, the Palm instal- 
lation and synchronization 
operations went off without 
a hitch. An interesting new 
accessory is the folding key- 
board that, unlike the earlier 
Stowaway keyboard, doesn’t 
need to be placed on a flat 
surface. 

The Tungsten T uses a new 





version of the Palm operating 
system, Palm OS 5.0. 

Packaged with the Tungsten 
T is Milford, Conn.-based 


| DataViz Inc.’s very useful 


Documents to Go, which al- 
lows a Palm user to view and 
edit Microsoft Word and Excel 
documents while preserving 
formatting and tables and 
even create new documents 
that can be sent back to the 
PC for use in Word or Excel. 
It’s also good for reviewing or 
rehearsing PowerPoint pre- 
sentations, though these can’t 
be edited on the Palm. 
Although the T isn’t directly 
equipped for wireless e-mail 


| (asecond Tungsten model, the 


forthcoming W, will handle 
that chore), it does come with 
software for e-mail, text mes- 
saging and a Wireless Appli- 
cation Protocol browser. 
Somewhat annoyingly, the 
Tungsten is equipped with 
a stereo headphone jack so 


| you can listen to music — but 


the MP3 software you need 
costs extra. 

I have long preferred Pock- 
et PC handhelds to Palm OS- 
based PDAs, but this new 
Palm has shifted my view — 





the screen is that good, and it 
works solidly. Getting all that 
capability into a much smaller 
package is another point in 
Palm’s favor. 

Unfortunately, the T’s $499 


| price tag is likely to be a major 


obstacle to wide acceptance: 
When you are prepared to 
spend $500 and up, you have 
a lot of good choices, includ- 
ing the Toshiba e740 Pocket 
PC, with built-in 802.11b net- 
working, and the Sony NX70V 
Color Clie, which also uses 
Palm OS 5 and includes a digi- 
tal camera. 

In addition, there are a 
number of new PDAs coming 
into the market that will cost 
significantly less, including 
Pocket PC models from Dell 
Computer Corp. and View- 
Sonic Corp. 

Still, if the cost isn’t a prob- 
lem and you're firmly in the 
Palm OS camp, then I certain- 
ly recommend Palm’s new 
top-of-the-line PDA — the 
nicest machine the company 
has yet offered. D 
Kay is a contributing writer in 
Worcester, Mass. Contact him 
at russkay@charter.net. 


NEW FEATURES: The Tungsten T 
includes a new color display, built- 
in Bluetooth networking and Palm 
0S 5.0. 


PRICE: $499 
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So go to www.dell.com/blades or call us toll-free at 1-866-234-3355 today and discover the easier 


way to get on the consolidation bandwagon with Dell PowerEdge MC Blade Servers. 
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Autoimmune 


Com 


uter 


oystems 


They develop their own defenses 
against attacks. By Gary H. Anthes 


OR HALF A CENTURY, 
developers have pro- 
tected their systems by 


coding rules that identi- | 


fy and block specific events. 
Edit rules look for corrupted 
data, firewalls enforce hard- 
coded permissions, virus defi- 
nitions guard against known 
infections, and intrusion- 
detection systems look for ac- 
tivities deemed in advance to 
be suspicious by systems ad- 
ministrators. 

But that approach will in- 
creasingly be supplemented 
by one in which sys- 
tems become their 
own security experts, 
adapting to threats as 
they unfold and stay- 
ing one step ahead of 
the action. A number of re- 
search projects are headed in 
that direction. 

At the University of New 
Mexico in Albuquerque, com- 
puter science professor 
Stephanie Forrest is develop- 
ing intrusion-detection meth- 
ods that mimic biological im- 
mune systems. Our bodies can 
detect and defend themselves 
against foreign invaders such 
as bacteria and parasites, even 
if the invaders haven’t been 
seen before. Forrest’s proto- 
types do the same thing. 

Her host-based intrusion- 
detection system builds a 
model of what is normal by 
looking at short sequences of 
calls by the operating system 
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kernel over time. The system 
learns to spot deviations from 
the norm, such as those that 
might be caused by a Trojan 
horse program or a buffer- 
overflow attack. When suspi- 
cious behavior is spotted, the 
system can take evasive action 
or issue alerts. 

“The central challenge with 
computer security is deter- 
mining the difference between 
normal activity and potential- 
ly harmful activity,” says 
Norman Johnson, an informa- 
tion security expert at Los 
Alamos National 
Laboratory in New 
Mexico. “The com- 
mon solution is to 
identify the threat and 
protect against it, but 
in many ways, this is the same 
as constantly fighting the last 
war, and it can be quite ineffi- 
cient in environments that are 
rapidly changing.” 

In another project — one 
that considers whole networks 
of computers rather than a 
single machine — Forrest and 
her students are developing 
intrusion-detection systems 
even more directly modeled 
on how the immune system 
works. The body continuously 
produces immune cells with 
random variations. As the 
cells mature, the ones that 
match the body’s own proteins 
are eliminated, leaving only 
those that represent devia- 
tions as guides to what the 
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body should protect against. 
Likewise, Forrest’s software 
randomly generates “detec- 
tors,” throws away those that 
match normal behavior and 
retains those that represent 
abnormal behavior. 

Each machine in the net- 
work generates its own detec- 
tors based on that machine’s 
unique behavior and experi- 
ences, and the detectors work 
with no central coordination 
or control. In fact, just how 
the detectors work isn’t pre- 
cisely known, Forrest says. 
“We are actively trying to un- 
derstand how the system 
works and how well it be- 
haves,” she says. 


Human Response 
Indeed, these experimental 
approaches don’t work per- 
fectly, Forrest acknowledges, 
but she points out that no 
security measure, including 
encryption or authentication, 
works perfectly either. She 
says the most secure systems 
will employ multiple layers of 
protection, just as the human 
body does. 

“The advantage of this type 
of system is that it is largely 
self-maintaining and doesn’t 
require continual updating by 
experts,” Johnson says. “And 
yes, sometimes things don’t 
quite work right and the sys- 
tem has ‘allergies,’ but overall 
it outperforms the traditional 
approach. There is much we 
can learn from this project in 
what must be done for home- 
land security.” 

Meanwhile, work at 
Hewlett-Packard Co.’s 
research laboratory 
in Bristol, England, 
may lead to tech- 
niques that protect 
networks from rapid- 
ly spreading infec- 
tions caused by virus- 
es and worms such as 
Code Red and Nimda. 

i's part of HP’s work in 
“resilient infrastruc- 
tures,” in which comput- 
ers keep working 

sibly in a degraded mode 
— in the face of attacks. 

HP’s “virus-throttling” 
software is based on the 
fact that viruses attempt 
to spread as rapidly as 
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possible to as many machines 
as possible — not the way le- 
gitimate users work. The soft- 
ware permits connections to 
familiar machines at a slow 
rate — one or fewer per sec- 


| ond, say — but delays or 


blocks connections to un- 
familiar machines when the 
requests come at a rate of 200 
to 500 per second, as they did 
with Code Red and Nimda. 
The result is that the spread 
of a virus can be greatly re- 
tarded before its signature can 
be added to virus-detection 
software. False positives — 
legitimate requests to connect 
to unfamiliar computers or to 
connect at a slightly higher 
rate than normal — result in 
delays for the user, but the re- 
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quests still get processed. 

Matthew Williamson, a 
researcher at HP Labs Bris- 
tol, says it’s too early to say 
whether virus throttling will 
appear in HP products. But, he 
says, such software is poten- 
tially a good way to protect a 
company from the spread of 
viruses across an internal net- 
work, if it’s installed on all the 
company’s computers. 

“The nature of current and 
future threats to IT systems 
urgently requires that we de- 
velop automated and adaptive 
defensive tools,” says Robert 
Ghanea-Hercock, a principal 
research scientist at BTexact 
Technologies, a unit of British 
Telecommunications PLC in 
London. “The shift to more 
open and interorganizational 
networked systems is under- 
mining the traditional firewall 
paradigm. Combined with 
pervasive and wireless net- 
works, almost all users and 
services will require automat- 
ed security capabilities in 
some form.” D 


NEW WAVE IN SECURITY 


To find out why we're entering the third 
phase of information security, go online: 


QuickLink 34686 
www.computerworld.com 
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Planning for a Metro- 
Area Armageddon 


Regional data center fail-over sites 
just won't cut it in a post-9/11 
world. By Vince Tuesday 


worried that running every- 
thing from one place would 
| cause an overload or that 
| some critical service might be 


HE CLASSIC MODEL of 

security covers three 

areas: integrity, confi- 

dentiality and availabil- 
ity. Historically, my focus has 
been on the first two, and my 
organization has always had a 
separate disaster recovery 
team. Now my security group 
has responsibility for that area 
as well. 

We haven’t been 
focusing on re- 
silience, but rather 
on recovery from real 
disasters. A system is 
resilient if it contin- 
ues to function well 
after losing a disk or a net- 
work connection. Our applica- 
tions are designed to work like 
that, and the general IT sup- 
port teams ensure that our 
systems continue to run in the 
face of these common failures. 

Our responsibility kicks in 
for events that are much less 
likely but whose impact would 
be more difficult to deal with, 
such as a tornado or an out- 
break of infection in the sup- 
port staff. 

The people who were previ- 
ously responsible for this de- 
lightful set of problems have 
laid excellent groundwork. We 
have two data centers with ap- 
plications spread across them 
so that, in theory, either one 
can handle the full load in the 
event that the other goes 
down. 


Theory Tested 


Until we took over, however, 
that theory had never been 
tested. We had never actually 
tried to move all of our appli- 
cations to a single site. It ap- 
pears as though everyone was 


missed. 

In the past few weeks, we 
finally bit the bullet and 
moved everything we do to 
one data center. That took a 


month of hard work. 


satiate 
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Each weekend, I 
worked to get anoth- 
er application team 
to do a move to the 
other site. Then I 
spent each Sunday 
doing quality assur- 
ance checks, ready 
for either a frantic back-out on 
Sunday evening or a level of 


| proof that everything would 
| be fine on Monday morning. 


It was surprising to me how 
few applications had a decent 


| quality assurance plan. How 


support staffers know whether 


| things are working properly 
| seems to boil down to the vol- 


ume of user complaints they 
receive. At least we’ve started 
them down the road to effec- 
tive monitoring. 

We had a few busy Sundays 


| as we uncovered unknowns 


We must deliver a 
third data center more 
than 200 miles away 
and demonstrate its 
ability to replace one 
of the existing ones - 
all within 12 months. 


| 


and backed them out. One 
Monday at 7 a.m., when we 
found that a fiber wasn’t con- 
nected at the second site, we 
did the fastest back-out I’ve 


| ever been involved with. 


At the end of all the nail- 
biting moments, we ran all of 


| our applications from a single 
| site for an entire week. We did 
| this without a single cus- 


tomer-visible incident. This 


| demonstrates that although 


we may not be certain of how 
fast we could invoke our loss- 


| of-site plan, it would eventual- 


ly work. 


| Worst-Case Scenario 


| Just as we finished this huge 


step forward in confidence, 

however, we hit a few longer- 
term problems. Our data cen- 
ters are both within the same 


| metropolitan area, and all of 


our staff works in offices in 
that area. Historically, this has 
been fine, because the most 
likely events are power fail- 


| ures, fires or weather events 
| that are likely to be limited to 
| only part of the city. 


However, events in the 
recent past have moved the 
focus to dealing with wide- 


| scale regional disruptions. 
| Such events could leave both 
| of our data centers inoperable, 


| and they could render many of 


our employees unable or un- 
willing to return to work. 
The Federal Reserve, the 


| Office of the Comptroller of 


the Currency and the Securi- 
ties and Exchange Commis- 
sion released a draft paper 
that outlines some prescrip-* 
tive measures for specific 
markets. It’s likely that these 
will become the gold standard 


| that we must meet, because 


customers will come to expect 
them across the entire finan- 
cial services industry. 

The guidelines specify an 
emerging resumption-time 


| changing the 


target of no longer than two 
hours after a wide-scale re- 
gional disruption. But if we 
lost the metropolitan area, we 
would have nothing. 

To remedy the problem, 
management has blessed us 
with something very unusual 
in these lean times: a large 


budget. As ever, that budget 


comes with a responsibility. 
We must deliver a new data 
center more than 200 miles 
away and demonstrate its abil- 
ity to replace one of the exist- 
ing data centers — all within 
12 months. 

That’s an aggressive target, 
and even our generous budget 
might not be enough. Money 
alone can’t solve some of the 
problems we face. We will be 
way people 
work. The current plan is to 
move one of the data centers, 
but the majority of our staff 
will still be in our primary 
city, with a skeleton staff at 
the remote center to keep 
everything running. 

Will we distribute every 
function? Will my staff be 
split? Will finance? HR? Only 
the coming year will tell. But 
until then, I’ll be visiting other 


| data centers and assessing 


them for resilience and securi- 
ty to see where the best place 
for our systems is. 

We have one factor in our 
favor though: With the failure 
of so many dot-coms, we 
should be able to snap up de- 
cent data center space on the 


cheap. D 


WHAT DO YOU THINK? 


This week's journal is written by a real 
security manager, “Vince Tuesday,” whose 
name and employer have been disguised 
for obvious reasons. Contact him at vince. 
tuesday@hushmail.com, or join the dis- 
cussion in our forum 


QuickLink a1590 


To find a complete archive of our 
Security Manager's Journals, go online to 


© computerworld.com/secjournal 
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when 30 million 
people wait 
for your data 


For their 100 tournaments 
each year, the PGA TOUR 
depends on Palm, Inc. and 
IBM for live scoring. With an 
application called ShotLink, 
scorers travel from hole-to- 
hole recording strokes and 
shot information on Palm 
handhelds. The data is then 


transmitted wirelessly and 


uploaded to leaderboards, 
broadcast booths, and online 
audiences nationwide. The 
enhanced scoring solution 
has helped the PGA TOUR 
provide real-time data to 
millions of viewers. To read 
more enterprise success 
stories from Palm, visit us at 
e today. 


©2003 Palm, Inc. All rights reserved. Palm is a trademark and the Palm logo is a registered trademark of Palm, Inc. or its 
subsidiaries. Other products and brand names may be trademarks or registered trademarks of their respective owners 
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Wants to Pray a memo 


and Microsoft Office XP Professional. Want specific examples? 
The Group Policy feature in Windows XP Professional lets 
you define related user groups and then easily assigmsecurity 
settings to the group as a whole. Office XP Professionai 








Wants to encrypt everything 


offers Macro Virus Protection, which lets you easily configure 
applications to help prevent users from running the macro 
attachments that most viruses use. Want more reasons to 


upgrade? Visit microsoft.com/desktop 
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Sterling Commerce 


To Supply Adapters | 


Sterling Commerce Inc. last week | 


said it will make available more 
than 200 adapters from iWay 
Software. Dublin, Ohio-based 
Sterling Commerce said the iWay 
Intelligent Adapters can help 
users of its business-integration 
software connect to packaged 
applications, data or middleware. 
The iWay adapters will be avail- 
able Jan. 31. Pricing will vary 
based on the adapter used. 


Nortel Debuts WAN, 
WLAN Technology 


Nortel Networks Ltd. in Brampton, 
Ontario, said it has developed a 
technology that will let cellular 
carriers offer subscribers easy ac- 
cess to wide-area data networks 
and wireless LANs, including the 
growing number of public-access 
WLAN hot spots. Nortel said it will 
integrate the technology, which 
supports multiple WAN protocois, 
including Global System for Mo- 
bile Communications (GSM), Gen- 
eral Packet Radio Service (GPRS) 
and Code Division Multiple Access 
(CDMA), as well as WLAN stan- 
dards such as 802.11b, or Wi-Fi. 
The technology, which is intend- 
ed to allow easy roaming be- 
tween WANs and WLANs, will be 


incorporated into Nortel’s Shasta | 


switch starting this year with cel- 
lular GSM/GPRS and WLAN. 
Next year, Nortel will offer a 
Shasta switch that incorporates 
CDMA and WLAN protocols. 


HP Rolls Out New 
ProLiant Servers 


Hewlett-Packard Co. last week 
expanded its ProLiant family of 
servers with two new models 
featuring remote management 
and fault-resilience technologies. 
The new HP ProLiant DL320 
and DL360 models are based on 
Intel Corp.’s 2.4- and 2.8-GHz 
Xeon processors. The DL580 

is available now and priced at 
$7,199. The DL360 will begin 
shipping later this month with 

a starting price of $2,599. 


| 
| 





NICHOLAS PETRELEY 


Digital Rights 
Wie 


HERE WAS SOMETHING about the idea 
of Napster that always bugged me. Deep 
down, I knew it wasn’t really about shar- 
ing music with friends. It was about get- 
ting free stuff, releasing music into the 
public domain before the copyright expired and stick- 
ing it to the music companies. And I didn’t think that 


was right. 


Don’t get me wrong. I was a flower child of the ’60s. I 
saw Jefferson Starship when it was still a balsa glider. I 
read Henry David Thoreau, Jonathan Livingston Seagull 


and all the other three- 
named dudes who seemed 
profound at 4:00 in the 
morning. So I’m no stranger 
to nonconformity, freedom 
and civil disobedience. The 
difference is that back then, 
I managed to convince my- 
self that my irresponsibility 
somehow contributed to 

a greater cosmic good. 

I think it was after about 
7,000 boxes of macaroni 
and cheese that the illusion 
began to lose its luster. 

Fortunately, I later learned that 
morality is more important than a 
good steak. Then I found myself with 
wonderful but careless kids to raise — 
which brings me to when these memo- 
ries began to take on a new meaning. 

It started the other day while I was 
shopping. My kids have destroyed so 
many disks and electronics over the 
years that they probably qualify as 
weapons of mass destruction. (I’m hop- 
ing Iraq will continue to distract UN 
inspectors so they don’t stop by my 
house and confiscate them.) So when 
I came across a pack of tiny CD-R disks 
at Circuit City, I wondered out loud if 
I could use those disks to make backup 





copies of games for the 
Nintendo Game Cube. 
I hate buying the same 
games over and over. My 
daughter, who overheard, 
immediately asked me if 
she could send copies of 
her games to a friend. 
Now I’ve taught her well 
enough that it took only 
a few minutes to explain 
why sending copies to her 
friend is illegal and wrong. 
PF But I had this strange feel- 
ing that eavesdropping holiday shop- 
pers were giggling, as if they thought 
I would later run home to distribute 
bootleg games to everyone on my 
Christmas card list. 
What I came home to instead were 
news stories that reminded me why 
younger generations rebel against 


| authority. The first was a Computer- 


world story about schemes Microsoft 
is floating to double- and triple-charge 
its customers for client-access licenses. 
Then I read that Sony is working on 
a way to lock music CDs so you can’t 
copy the music without paying full 
price for the same CD again and again. 
Sony didn’t say how it was going to 
prevent anyone from making a record- 





ing of the sound rather than the data, 
but I’ve got that figured out. My guess 
is that Sony will announce that all new 
CD players will be equipped with out- 
put jacks that conform to the Micro- 
soft Active CableX standard. 

Active CableX is a high-fidelity 
wiring system that enables your stereo 
components to work together. You can 
rent as many cables as you need for a 
low-price subscription plan that in- 
cludes 300 free minutes of listening 
pleasure per month (additional listen- 
ing time is automatically charged at 
7 cents per minute). Users with a 
Windows ActiveXP-enabled stereo 
system are eligible for bonus minutes, 
although subscriptions to ActiveXP 
may not be available in some areas, 
such as Massachusetts. The cables are 
required for the units to function, but 
customers are free to opt out of the 
Active CableX subscription plan and 
use their stereo components as deco- 
rative paperweights. 

In response to pressure from the 
open-source community, Microsoft 
and Sony will place the Active CableX 
specification under the safe, nonviral 
“Shared Standards” license. This li- 
cense will guarantee free limited, 
supervised access to the single copy 
of the Active CableX specification, 
conveniently published in the uni- 
versal language Esperanto. 

So if both sides of the debate are 
wrong, what’s the answer? Simple. 
Send Sony, Microsoft and others the 
clear message that if they don’t let you 
own what you buy, then you won’t rent 
it either. Trust me, it will work. And if 
not, at least you'll sleep easier know- 
ing that if you don’t have it, your kids 
can’t destroy it. D 


WANT OUR OPINION? 


For more columns and links to our archives, go to 
www.computerworld.com/opinions 
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81. CRM.Forum . provides news, directory, other Customer Relationhip Management resources. 
Nittp/Avwww.crm-forum.com/ search within this site More sites about: Electronic Commerce Web Directories 
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Develop a Supper | Not So Fast! | QUOTE OF THE WEEK 

Contingency Promoting smart, young IT man- & Change an application, and you 

In today’s market, you need to agers too quickly can leave them change the process. When you get into 
prepare for the unforeseeable. For | with deficits in the people skills | this kind of change, you need to understand 
IT managers, that means develop- | they need to succeed, says Kathy and overcome the work-arounds people have 
ing contingency plans for your | E. Kram, who wrote on the topic for built in to get around the old system.” 

most critical suppliers, says col- | the December issue of the Harvard | - Joe Crafton, senior vice president of 

umnist Bart Perkins. Page 56 Business Review. Page 54 retail operations, Crossmark Inc. 


By Kathleen Melymuka 
ECENTLY, senior software 
engineer Wayne Showal- 
ter went to France on va- 
cation from Ventana Med 
ical Systems Inc. Normal- 
ly, his absence would 

leave his boss, Anthony King, in a pan- 

“He's really the backbone of our op- 
ation, and when he goes on vacation, 
; often been chaos,” says King, direc- 
tor of software and engineering sys- 
tems at the Tucson, Ariz.-based manu- 
facturer of diagnostic instruments. 
Sure enough, this year an is- 


@eeeseeeeeeoeseseeeeeeseeeeeeseseeeseses 


sue arose at threatened to 

stop development cold, but King 
wasn’t worried. From an Inter- 

net cafe in France, Showalter 

was able to log into the network, diag- 
nose and fix the problem, and recom- 
pile the program. 

“In the past, we’d have to shut down 
the program until he came back or fly 
him back to do it,” King says. But be- 
cause his group has been using a new 
Web-based tool to facilitate remote 
software development, King was able 
to solve the problem with minimal dis- 
ruption of his software operation or 
Showalter’s vacation. 

Ever since the mid-’80s, when then- 
CIO Charlie Feld transformed Frito- 
Lay Inc.’s marketing field force with 
handheld computers, managing remote 
workers has been a challenge and an 
opportunity for IT. Today, with 37% of 
the workforce working remotely at 
least part time, according to Gartner 
Inc., IT leaders are wrestling with 
vaster distances, tighter time con- 


straints and shrinking budgets in their 
efforts to manage remote employees 
and retain a unified corporate culture. 
But the challenge is being met by an 
abundance of tools and strategie 

“We do all our own development, 


Ventana Medical Systems’ Anthony King uses Web-based tools to keep remote workers connected to the home office. 
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and many of our developers work from 
home full or part time — some out of 
state,” says King. To enable remote 
programming, he tried using the virtu- 
al private network (VPN) that keeps 
Ventana’s field salespeople in touch. 
“But our applications are so large that 
it was very, very slow, almost to the 
point of not being functional,” he says. 
In February, he installed GoTo- 
MyPC from Expertcity Inc. in Santa 
Barbara, Calif. The Web-based tech- 
nology downloads installer software 
to the PCs at Ventana. When a worker 
needs to connect remotely, he access- 
es the GoToMyPC Web site from any 
Internet-enabled PC, and the Web 
server initiates a connection to the PC 
in his office. Two layers of log-ins and 
passwords and 128-bit encryption en- 
sure security, and once the user is in, 





says Crafton, senior vice president of 
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the remote PC mimics his desktop. 

“Whatever programs you have ac- 
cess to at work, you have,” King ex- 
plains. “It’s very, very cool.” 

The system tracks users’ online 
time — a feature that came in handy 
recently when the company’s auditors 
wanted to know how King monitors re- 
mote workers. And it has been very 
economical, he says, with a one-time 
setup fee of about $1,500 and a month- 
ly fee of $17.95 per seat for his 20 users. 

GoToMyPC has taken the angst out 
of remote programming at Ventana, 
shortening development time by en- 
abling developers to work from home, 
from the road or even while on vaca- 
tion. “When we heard about this, we 
thought, ‘It can’t work as well as they 
say it does,” King recalls. “But it does.” 


A Real-Time Field Force 


At Crossmark Inc. in Dallas, Joe Crafton | 
manages 9,500 full- and part-time field- 
based employees who provide sales, 
marketing and merchandising services 
to packaged goods companies nation- 
wide. When Crossmark reps sell a new 
jam from The J.M. Smucker Co. to 
Cincinnati-based grocery giant The 
Kroger Co., they stock it in 2,400 stores, 


retail operations at Crossmark. 

“Everybody has to be working off 
the same set of information, from the 
team leader to the retail rep,” he ex- 
plains. “Communication is the biggest 
challenge because communication 
drives speed to shelf.” 

This year, Crossmark has been 
breaking in a new, proprietary system 





to facilitate communication. Sales- 


| TrakNG uses Hewlett-Packard Co.’s 


ProLiant 8500 SQL clustered environ- 
ment attached to a 7TB HP Storage- 
Works storage-area network. 
Crossmark CIO Charlie Orndorff 
designed the application to be Web- 
based yet also run off-line. It uses the 


| existing infrastructure and field reps’ 


older PCs and also supports handhelds, 
laptops and interactive voice response 
systems (IVR). Orndorff also used an 
open, XML design to facilitate commu- 
nication between Crossmark and its 
900 customers. “We're an extension of 
their business process because they’re 
[manufacturers] outsourcing their 
sales to us,” Orndorff explains. 

When a customer like Orrville, 
Ohio-based Smucker places a product | 
with Kroger, the grocer sends informa- | 
tion such as stock codes to Smucker, 
and that information funnels directly 
through Smucker’s system to the 
Crossmark sales force with little or 
no human intervention. 


SalesTrakNG keeps track of 3.5 mil- 
lion tasks at 130,000 retail outlets, 
Crafton says. Sales reps can print or- 
ders from the Web, work off-line on 
their laptops and report back online or 
via IVR. There’s virtually no downtime, 
because if a laptop fails, the reps can 
access the Web from another device. 
Customer reports, which used to take 
up to a month, now go to customers’ 
Web sites in real time. And sales rep 
training time has been cut from five 
days to one. “If you can navigate the 
Web, you can use this,” 
Crafton says. 

Ironically, Crafton had 
some trouble marketing 
the new system to his sales 
force. “Change an applica- 
tion, and you change the 
process,” he explains. 
“When you get into this 
kind of change, you need 
to understand and over- 
come the work-arounds 
people have built in to get 
around the old system.” 

But over the past year, 
the improvements have 
made believers of field 
reps who used to view cor- 
porate data with skepti- 
cism, Crafton says. “Be- 
cause they know the data 
is real and coming in fast, there’s a lot 
more credibility,” he says. 


The Asian Connection 

Bernard Chaus Inc., a clothing manu- 
facturer in Manhattan, has remote of- 
fices in Hong Kong, Seoul and Taiwan 
that employ a total of 50 to 60 workers. 
“We use those offices as liaisons with 
our manufacturing facilities in a vari- 
ety of Asian countries, so all our proc- 
*s funnel through them,” explains 
Ed Eskew, vice president of IT. 

When Eskew came to Chaus, kludgy 
communications were costing the com- 
pany time and money. There was no 
corporate e-mail connecting overseas 
offices. A very small frame-relay net- 
work provided access to the AS/400 
enterprise application in Secaucus, N_J., 
he says, but for only about five users at 
“absurdly slow” data rates, at a cost of 
$150,000 per year. Because the clothing 
business is image-intensive, designers 
were faxing sketches, prints and other 
materials at enormous expense, and the 
images were often unclear. 

All the markers (patterns from which 
piece goods are cut) were produced in 
the U.S. and sent via postal mail, cost- 
ing more than $90,000 per year. And if a 
marker was defective, the process of 
mailing it back and forth until the prob- 
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lem was corrected took days. “Our chal- 
lenge was to provide quick, safe, secure, 
cost-effective connectivity between 
those offices and our primary data cen- 
ter in Secaucus, N,J.,” Eskew says. 

The solution for Chaus was a VPN 
from Check Point Software Technolo- 
gies Ltd. in Redwood City, Calif. The 
new network features VPN-1 Pro, VPN- 
1 SecuRemote and VPN-I SecureClient 
for secure communications between 
the firm’s U.S. and international offices. 

The VPN enables the remote offices 
to connect directly to the 
AS/400 in Secaucus, 
which provides planning, 
production and transit in- 
formation. It also sends 
corporate e-mail through 
a Microsoft Exchange 
server and provides a tun- 
nel for other applications. 

Now everyone on the 
VPN gets instant, accurate 
information, Eskew says. 
E-mails with crystal-clear 
attachments have replaced 
faxes and overnight pack- 
ages and cut the time to 
get a marker to a factory 
from about a week to min- 
utes. With a capital invest- 
ment of $38,000 in hard- 
ware and monthly recurring expenses 
of about $3,300, Chaus saw a return on 
investment in 13 months, Eskew says. 

The VPN has also increased corpo- 
rate confidence in IT and brought cul- 
tural benefits, he says. “We see much 
more communication than before,” Es- 
kew explains. “Personal relationships 
develop, and people are more respon- 
sive. You get more commitment to get 
a task done for a person.” 

The challenges of managing remote- 
ly have never been greater, but with 
the multitude of tools and technologies 
available, managers needn’t struggle. 


| “People need to recognize that these 


{remote technology vendors] are ex- 
perts at what they do,” Eskew says. “I 
want my peers to know there is good 
technology out there if you don’t resist 
and just let it work for you.” D 


Melymuka is a Computerworld 
contributing writer. Contact her 
at kmelymuka@earthlink.net. 
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HECKING a project’s status 
used to be simple for Dave 
Watts, a program manager 
at International Truck & 
Engine Corp., a truck man- 
ufacturer in Warrenville, 

Ill. “If I passed someone in the hall, I 

could say, ‘Hey, did you get that task 

completed?’ and they wouldn’t take 

offense.” But that was two 

years ago, when he and his 

team members were all located 

in Tulsa, Okla. 

Now that he’s working on 
the Blue Diamond Truck Co. project, a 
joint venture with Ford Motor Co., he’s 
managing team members who are scat- 
tered all over the map. There’s no such 
thing as hallway encounters, and — as 
he learned — biunt e-mails can lead to 
misunderstandings. 

“People would say, ‘Why did you ask 
me that? Are you angry with me?’ says 
Watts. “If you see them every day, they 
figure, “That’s just Dave — he has to 
get stuff done.’ But if you’re not seeing 
them on a frequent basis, you have to 
explain yourself.” 

As Watts and other managers of re- 
mote employees have discovered, man- 
aging people you see every day isn’t 
the same as managing people who 
work from home or in another office. 
For one thing, communication is para- 
mount to bridging the physical gap. 

So are effective meetings, a solid and 
well-understood work plan, and judi- 
cious use of e-mail, voice mail, tele- 
conferencing and face time. 

Managers also need to adjust perfor- 
mance metrics to rate employees’ re- 
sults instead of their perceived effort. 
This can be done by setting up specific 
objectives and judging employees’ per- 
formance based on their completion of 
those goals rather than on how much 
time they spend at their desks. 

It’s becoming more important for 
managers to recognize these differ- 
ences, especially as the number of re- 
mote workers increases. According to 


| 
| 
| 





| tionship. 
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Gartner Inc., more than 60 million 
workers will become telecommuters 
by 2007, up from 19.8 million in 2002. 
And in a recent survey of 2,000 full- 
time employees at midsize to large 
companies that was conducted by 
WED Consulting Inc. in Watertown, 
Mass., only 17% said they work exclu- 
sively in a company office. 

Watts has softened his com- 
munication style. “I’ve learned 
to write e-mails with context 
and social niceties,” even hu- 
mor, he says. “I give them the 


| bigger picture of why I’m asking [vari- 
| ous questions] and reinforce that it’s 


not a criticism. And before I send any 


| e-mail, I reread it and ask myself, ‘If I 


got this, how would I take it?’” 

For Edward Macha, first vice presi- 
dent of network services at Comerica 
Bank in Detroit, “communication is 
key” when it comes to managing his 


| direct report, Mike Amaya, vice presi- 


dent of network services at the bank 
in California. 

Macha and Amaya are vigilant about 
keeping each other in sync, with bi- 
weekly videoconferencing sessions, 
budgeted trips to each other’s facili- 
ties, weekly one-on-one meetings and 
frequent status updates. 

“I turn in a status report on a regular 
basis to Ed, and he makes a conscious 


| effort to have a weekly one-on-one 

| meeting with me to discuss things,” 

| Amaya says. Status reports not only in- 
| clude highlights of current projects, 

| but also “lowlights” of what’s happen- 


ing in the department. 


| A New Point of View 


Macha also encouraged Amaya to take 
communications courses when they 
first started the remote working rela- 
“I was always talking techni- 
cal jargon, so I had to learn how to 
adjust the level of my e-mails and 
speech depending on the audience,” 
Amaya Says. 


And there’s always room for im- 
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echnology is key, but precise, diplomatic communi 
cation is paramount to bridging the physical gap between 
IT managers and remote workers. By Mary Brandel 


says. 





provement. When Macha flew to Cali- 
fornia and attended a videoconferenc- 
ing session between his and Amaya’s 
staffs, he saw how his workers appeared 
from the other side of the camera. 

“It was a real eye-opener,” Macha 
“They sounded like they were 
mumbling, and some people looked 
disinterested.” Since then, he and 
Amaya have sharpened up these 
remote encounters to increase every- 





one’s participation. 

We help facilitate dia- 
logue, encourage more eye 
contact, provide more 
feedback,” Amaya says. 
The two have also added a 
feature to meetings in 
which they recognize an 
employee based on criteria such as be- 


ing client-focused or driving results. | 
| Manager, you need to make it a point 


“We don’t name the person right away 
— we read the list of nominations and 
people guess who the winner is,” 
Macha explains. “It’s been well re- 
ceived. People pay more attention, and 
it calls attention to what people have 
been working on.” 

As telecommuting continues to in- 


| crease, companies might want to con- 


sider formal training to help managers 
make the transition. Yet according to 
the WED study, only 31% of companies 
have formal company guidelines or 
policies for remote employees. “Of the 
managers who were trained, 92% said 
it helped them better manage remote 
employees,” says Karen Noble, a senior 
consultant and director of the study. 


HOME IMPROVEMENT 


Remote workers rate their 
managers’ effectiveness higher 
than on-site workers do 
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ships, there are always instances when 





International Truck has a formal tel- 
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ecommuting policy and kits for man- 
agers of remote workers, says Jim Guzi- 
ak, project office director at the compa- 
ny and manager of remote worker 
Watts. The kits include tips on goal-set- 
ting, keeping in touch, employee recog- 
nition, team inclusion and setting ex- 
pectations. “The individual takes on 
more responsibility [for communicat- 
ing and developing a career plan] when 
they’re telecommuting. The burden is 
not just on the manager,” Guziak says. 

For instance, even recognition is a 
two-way street. While Guziak makes 
sure he takes Watts and his other re- 
mote workers out to dinner periodical- 
ly or makes “thank-you” phone calls, 
Watts also does his part. 

“It’s easy to get wrapped up in the 
details of the project and forget to 
communicate your accomplishments 
or even your roadblocks,” Watts says. 
“Sometimes I'll be working on some- 
thing that’s taking me days, and I real- 
ize, ‘Gee, I haven’t talked to Jim for 
several days. I should shoot him an 

-mail to tell him what I’m doing.’ ” 

But analysts say International Truck 
is the exception. “A lot of times, I see 
policies that are technologically fo- 
cused,” Noble says. Policies should 
also help managers and employees de- 
velop a work plan that includes mea- 
surable goals, communication require- 
ments, performance measurement 
processes and career development. 
And training should address cultural 
issues, good communication practices, 
effective meetings and op- 
timal work processes. Ad- 
dressing these things is 
healthy for all companies, 
Noble says. 

Despite the great poten- 
tial for success with re- 
mote working relation- 


nothing but face time will do. “As a 


to not let too much time go by before 
seeing them,” Guziak says. 
One-on-one time can be crucial to 
strengthening the working relationship 
and, ultimately, trust. When Comerica 


| was restructuring its network services 


group, Amaya felt it was key to fly to 
Michigan to discuss the new roles. “By 
doing that, it created better dialogue 
between our groups,” he says. “I now 
have a better relationship with my 
counterparts and can more openly trust 
them. The more time you spend with 
people, the more you trust them.” D 
Brandel is a freelance writer in Newton, 
Mass. Contact her at brandels@ 
attbi.com. 
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HE LIGHTS DIDN’T GO OUT in Ore- 
gon or Utah during last year’s 
rolling blackouts, but officials at 
Portland, Ore.-based PacifiCorp 
were worried anyway. If an outage 
were to hit the company, it would 
have no way to recover the mission- 
critical decision-support system that schedulers and 
traders rely on to buy, sell and schedule power 
loads at the $4.2 billion electricity provider. The 
best way to truly protect the trading system was via 
real-time data replication of the company’s complex 
Oracle database. But in a tight utility market, there 
was just no way PacifiCorp could afford a separate 
backup system. 

“Our priority was to keep costs minimal ... so we 
didn’t even consider buying a separate platform for 
disaster recovery,” says Steve White, manager of 
Unix and database administration at PacifiCorp. 

Instead, White and his team opted to split the 
power-scheduling system between the company’s 
two existing data centers: a production facility in 
Portland and a testing facility in Salt Lake City. Now 
the scheduling system runs primarily in Portland, 
with real-time data replication to Salt Lake City. 

It’s a data recovery solution that the power-trading 
unit is happy to pay for — $75,000 to $100,000 for 
software and storage, vs. the millions it would have 
cost for a stand-alone backup system that would sit 
idle most of the time. 

PacifiCorp isn’t alone in trying to squeeze more 
processing power from existing resources and new 
technologies to provide disaster recovery capabili- 
ties on the cheap. 

Instead of housing all IT at a single site with a sec- 
ond site or an outside service provider lined up for 
backup, a growing number of companies of all sizes 
are splitting IT between two locations, says Cal 
Braunstein, an analyst and director of research at 





How to cut costs while still safeguarding 
mission-critical data in the event 
of a disaster. By Connie Winkler 
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Robert Frances Group Inc. in Westport, Conn. For 
example, instead of having 100 servers at one site, a 
company might opt for two locations and place 75 
servers at each, which involves an additional expen- 
diture for the extra servers but could result in a cost- 


effective backup site. Although in most cases the sec- | 


ond site would primarily be used for testing, it could 
run enough of the business processing to operate 
during a disaster, explains Braunstein. 

Taking a page from the playbook of many of its cus- 
tomers, Veritas Software Corp., which sells storage 
management software, is also splitting data processing 
by using new Fibre Channel data-transmission capa- 
bilities to connect its Mountain View, Calif., head- 
quarters and a Minnesota engineering center. “With 
more recent technologies, you can move data over any 
distance, and you can use data centers you already 
have,” notes Sheri Atwood, a Veritas product manager. 

In the past, technology limited where IT depart- 
ments could locate backup centers, because available 
data-transfer technologies usually supported dis- 
tances only within a metropolitan region. Another 
cost-cutting option is for companies to reduce their 
number of data centers, making them easier and 
cheaper to administer. 

G. Kevin Schultz, manager of global data services 
at Louisville, Colo.-based Storage Technology Corp., 


explains how one large bank recently consolidated 25 | 


data centers down into four: “Since the 9/1] disaster, 
IT managers want to spend a higher percentage on 
backup/recovery operations, but they’re also experi- 
encing reductions in overall budgets. The challenge 
is to spend as much as they can possibly afford on 
backup/recovery and somehow find a way to save in 
other areas.” 

Not all organizations are this enlightened — even 
after 9/11. If top executives still consider disaster re- 
covery a “grudge” or overhead expense — and many 
do— experts urge individual IT managers to concen- 
trate on one site at a time, doing what they can with 
their own site budgets. “People think of disaster re- 
covery as one big plan that covers everything, but in 
fact it’s 10 small plans if you have 10 sites,” says Steve 
Crutchley, chief security officer at 4FrontSecurity 
Inc., a consulting company in Reston, Va. 


Reducing Hardware Costs 


Since a backup center is typically the largest overall 
expense for disaster recovery, some companies are 
zeroing in on hardware costs to cut IT disaster- 
related spending. Storage vendors say that as many 
as half of their largest customers are rethinking how 
they pay for data-storage devices. Companies are ei- 
ther switching from purchasing the hardware to leas- 
ing it or are renegotiating existing financing and, in 
some cases, getting money back from suppliers. 
Users may save more than 20% on the leases, many 
of which run upward of $500,000 over two or three 
years. 

Large IT shops want to opt out of 2- or 3-year-old 
leases on old equipment (perhaps drawn up on Y2k 
acquisitions when interest rates were higher) be- 
cause new data-storage systems and servers are typi- 
cally 20% less expensive, more powerful and require 
less space, electricity and cooling. 

“Cash-strapped companies are asking vendors to 
buy out their old leases, take back the old equipment 
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Since the 9/11 

disaster, IT 

managers want 

to spend a high- 
er percentage on backup/ 
recovery operations, but 
they’re also experiencing 
reductions in overall bud- 
gets. The challenge is to 
spend as much as they 
can possibly afford on 
backup/recovery and 
somehow find a way to 
save in other areas. 


G. KEVIN SCHULTZ, 

MANAGER OF GLOBAL DATA SERVICES, 

STORAGE TECHNOLOGY CORP. 
and bring in new,” said one marketing representative 
at Hitachi Data Systems Corp. in Santa Ciara, Calif. 
“And because new storage and servers are much 
cheaper now, customers potentially could get some 
cash in return.” Also, having fewer devices reduces 
software licensing costs, which usually are based on 
unit volumes. 

Two other key steps companies are taking to save 
on disaster recovery include standardizing on the 
number of storage, hardware and software systems 
run throughout the company and more tightly con- 
trolling where different types of information get 
stored and backed up. 

Rather than working with a higgledy-piggledy mix 
of platforms, operating systems and vendors, which 


COMPUTERWORLD December 8, 2002 93 


| add to administrative costs and make it harder to re- 

| cover from a disaster, standardizing to a few common 

platforms makes it easier to find a backup facility or 

| disaster recovery site in the event of a true emer- 

| gency, says Braunstein. When mainframes were the IT 

| norm, one company often identified another company 
with the same size mainframe to serve as a backup. 
“People can’t do that today because they have such 
an amalgam of different systems,” Braunstein adds. 

New data-storage technologies also give users 
more control over what data is replicated. In the 

| past, companies had to exactly duplicate all the data 
on various devices. Now they can tweak out the mis- 

| sion-critical data for constant replication while stor- 

| ing less important data, such as file and print servers, 
on less-expensive tape, says Atwood. 

| One company cut its monthly data-retention stor- 
age bill from $25,000 to $10,000 by using newer tech- 

| nologies to compress data onto tapes. Instead of 100 
tapes, the company needed to vault only a dozen, 
says David Alvarado, a principal at StorageTek’s 

| global professional services group. 

He adds that StorageTek has gotten many requests 
from customers asking to revisit their disaster recov- 
ery plans and contracts, which is critical for any 

| company looking to cut its backup and disaster re- 
| covery costs. 

Companies shouldn’t assume that they have to du- 
plicate 100% of their daily operations to a backup 
site, experts say. 

“There are a lot of things customers can do that 
are nonhardware-related to minimize disaster recov- 
ery costs,” says Alvarado. The way to begin is by re- 
viewing existing disaster recovery plans witile wear- 
ing cost-cutting glasses. D 


Winkler, who writes about technology management 
from her office in Seattle, is the former New York bureau 
chief for Computerworld. She can be reached at 
winklerconnie@yahoo.com. 


Witness to Disaster 


WANT MORE MONEY for data backup 
and disaster recovery? 

Test your current disaster recovery plan in the 
presence of a top company executive, experts 
suggest. “Challenge the top executive to see if you 
can re-create July's accounting. . . . It's a dramatic 
way of bringing problems to the forefront,” says 
Bill Margeson, president of Armonk, N.Y.-based 
CBL Data Recovery Technologies Inc., where 
engineers resurrect data from damaged storage 
media. 

“Most disaster recovery plans are never tested, 
so people con't really know whether they work,” 
adds Steve Crutchley, chief security officer at 
4FrontSecurity. 

In the event that you need to set your plan in 
motion, you still need to do so judiciously. Experts 
give the following advice: 


= Don’t panic and immediately call the 
“emergency room” team. “From mom and 
pops to large corporations, when there's a prob- 
lem, they need to look for local first aid first, be- 
fore calling in radical services like ours,” says 
Margeson. 

He says firms too often panic, without actually 
identifying what's damaged and how. For exam- 
ple, they could end up paying $5,000 to recon- 
struct data on a $20 tape cartridge that was sim- 
ply never replaced. 
= Don't fire the IT manager. “The IT person 
knows all the passwords and has the most vital, 
recent mapping of the system,” says Margeson, 
adding that such firings are frequent nonetheless. 
“He might have pressed the wrong button, but 
he’s also the source for resolution.” 

- Connie Winkler 
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Promoting smart, young IT managers too quickly can 
leave them with crippling developmental deficits. 


In IT, talented young people 
can move up fast — too fast, 
says Kathy E. Kram, professor of 
organizational behavior at the 
Boston University School of 
Management. Aggressive young 
managers promoted before 
they’ve had enough time and 
experience to develop emotion- 
al maturity to match their tech- 
nical skills are almost sure to 
derail somewhere along 

the line. In December’s 
Harvard Business Re- 

view, Kram and co- 

authors Kerry A. Bunker 

and Sharon Ting suggest 

five strategies for boost- 

ing emotional competen- 

cies in rising stars and 

helping those who are 

already paying a price 

for emotional deficits. Kram 
talked with Kathieen Melymu- 
ka about her work’s implica- 
tions for IT. 


What's wrong with promoting 
smart young people based on tal- 
ent and business results? There’s 
nothing wrong with it per se. 
It’s when they’re promoted so 
fast they don’t have the oppor- 
tunity to develop relationship 
skills needed at higher levels. 


This must be particularly true in IT 
where so much value is placed on 
technical skills and talent. Right. 
We see people in IT being 
promoted to project manage- 
ment jobs without an appreci- 
ation for how to facilitate 
teamwork. We see people in 
IT being promoted with no 
idea of how to supervise and 
manage other people. They’re 
great technically but haven't 
been assisted in developing 
leadership skills. 


How does a supervisor help a 
young hotshot IT manager realize 
she’s not ready for prime time? By 


creating opportunities for her 
to get direct feedback on her 
| behavior. Lots of companies 
| are starting to offer not only 
performance reviews but [360- 
degree] feedback, from peers, 
bosses and subordinates. They 
| also offer the opportunity to 
| really reflect on the feedback 
| in an educational setting or 
' with a coach. That helps to de- 
velop self-awareness 
and identify areas 
where they need to de- 
velop new skills. 


Isn’t it enough to point out 
anew manager's failings 
and let him work on them? 
You can do that, but all 
of us need help in 
learning new skills, es- 
| pecially emotional competen- 
| cies. Often it’s not apparent 
what I need to do differently, 
| so having a coach or an edu- 
cational setting where I can 
actually practice and be ex- 
| posed to new ways of doing 


things can help — especially if | 
| whatever environment you 
| find yourself. 


| it includes role plays, case 
studies, ways of trying out 
new behaviors. 


What is emotional maturity, and 
how do people develop it? We've 
| been working with the notion 
of emotional competence, 
| which Daniel Goleman devel- 
| oped a couple of years ago. 


We see people 
| 4 in IT being 

| promoted to project 
management jobs 

| without an appre- 
ciation for how to 
facilitate teamwork. 


KATHY E. KRAM, PROFESSOR 
| OF ORGANIZATIONAL BEHAVIOR 
| BOSTON UNIVERSITY SCHOOL 
OF MANAGEMENT 





He’s the co-director of the 


Consortium for Research on 


Emotional Intelligence in Or- 


| ganizations. He suggests that 
| there are basically two kinds 
| of emotional intelligence: per- 


sonal competence and social 


| competence. Within each of 
| those larger groups, there is 
| awareness and ability to regu- 


late or manage. 
For example, self-awareness 


| is the basic building block for 
| emotional competence be- 
| cause the better you know 


yourself in terms of how you 


| react to situations and people, 


the more capable you are of 


| developing the ability to build 
| relationships with people you 
| have to work with. Emotional 

| competence develops over the 


life course. Some people have 


| it naturally early in life, but for 
the most part, only with life 


experience do we develop 
these competencies. 
Emotional maturity is the 


| set of competencies that allow 


you to work effectively in 


| How can a supervisor help a young 
| IT manager develop personal rela- 
| tionships if the manager never felt 


he needed relationships to suc- 


| ceed? Point out that if he’s 
| seeking a promotion, it’s very 


likely he will be in positions 
where it’s required to have 

relationships. If he’s not yet 
aware of that, you might ask 


him to talk with people in the 


company he admires who are 
in those kinds of positions. 
He'll see that people put a 


| high value on relationship 
| skills. 


You also say cross-functional 
assignments can help. Yes. You 
can give an assignment that 
requires him to work with 


_ MANAGEMENT 


people in other functional 
areas. He’ll find that while he 
may be good at supervision, 
when it comes to influencing 
people not directly in his area 
of supervision, he needs other 
skills: influencing, building in- 


| formal relationships, negotiat- 


ing. A lot can be learned 


| through experience, so giving 


him a task force or other as- 


| signment that requires going 


across department boundaries 
can be very, very helpful. 


| Might an aggressive young manag- 


er feel marginalized by a cross- 


| functional assignment? Yes. Very 


often they do, especially if 
they’re taken out of their regu- 
lar job. They may see it as 
leading nowhere. The key is to 
identify it as a developmental 
assignment to help them de- 
velop skills to get where they 
want to get to. That can be 
done in the context of an 
annual plan, a performance 
review or other formal mech- 
anisms. 


You say it’s important for supervi- 
sors to model self-development, 
not just preach it. How do they do 


| that? We write about senior 


executives who actually say to 
direct reports, “I have person- 
al development goals for my- 
self.” One of these people 
talked about needing to learn 
to listen and ask for advice. He 
told his direct reports and en- 
listed them in his develop- 
ment. He asked them to give 
him feedback on how well he 
was doing on those develop- 
ment goals, so he’s modeling 
what he wants people in his 
organization to do. 


That must reduce the fear that ad- 
mitting you have a deficit is a sign 
of weakness. Yes, and over the 
long term, that can really have 
an effect on the culture of 
your organization. If you’re 
part of a smaller organization, 
just one senior manager can 
make a really big difference. D 


Melymuka is a Computerworld 
contributing writer. Contact her 


| at kmelymuka@earthlink.net. 


This is the latest in a series of monthly 
discussions with authors of articles in 
the Harvard Business Review on topics 
of interest to IT managers. 
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petencies researchers say 


cessful managers: 


INNOVATION 
Understanding your 
creative style, coupled 
with an ability to generate 
creative responses to 
business problems. 


8 


SELF-AWARENESS 
Knowing your strengths 
and weaknesses, plus 
having the drive to 
improve your capabilities. 


8 


INTUITION 
Using instinct, hunches 
and feelings along with 
facts and information 
to guide decision-making. 


0 


EMOTIONS 
Recognizing and 
understanding your 
feelings and emotions, 
and managing their 
impact on other people. 


6 


MOTIVATION 
Striving to achieve, and 
exhibiting energy, initiative 
and persistence. 


Oo 


EMPATHY 
Taking an interest in people, 
and listening to their views, 
problems and concerns. 


O 


SOCIAL SKILLS 
Building relationships with 
people, and communicating 
with them effectively. 
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Want to cut your IT costs without sacrificing 
performance? PRIMEPOWER Servers from Fujitsu. 


tsu and the Fujitsu logo ar 


istered trademark of Sun Microsyst 


The secret is out. PRIMEPOWER™ Solaris”- compatible 

servers from Fujitsu’ deliver a major breakthrough in 

price/performance compared to our more famous 

competition. Want proof? PRIMEPOWER servers offer 

such an advantage that the world’s leading com- 
panies use them to boost their performance. And there’s a 
PRIMEPOWER server that’s right for any application you need— 
from single CPU, rack-mounted servers to enterprise-ready 
systems that scale to 128 CPUs for unsurpassed performance in 
the data center. 


Of course, it’s not just the hardware you’re buying. It’s also 
Fujitsu’s 30+ years of experience supporting high-perform- 
ance, mission-critical systems. We’ve already helped many 
companies consolidate their IT infrastructures and lower their 
Total Cost of Ownership. Our free white paper, The Why and 
How of Server Consolidation, explains how. Get your copy at 
www. ftsi.fujitsu.com/ad. Or call (877) 905-3644. 


CO 
FUJITSU 


THE POSSIBILITIES ARE INFINITE 
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Need Coders? 


So you're looking for a high-quality 
programmer who loves solving prob- 
lems. And you can’t believe as you 
wade through piles of résumés that 
you see no strong candidates. What 
do you do? JAY BERKENBILT, vice 
president of software engineering at 
Apex Data Services Inc., a data con- 
version company in Herndon, Va., 
tells Computerworld’s Jean Consil- 
vio that he’s convinced that he has 
tapped into a valuable source for 
finding people who pursue excel- 
lence for its own sake. 


How did you find TopCoder? | love 
programming as a hobby and profession- 
ally. | was looking for an outlet and found 
www.topcoder.com. | found it fun to meet 
people and soive interesting problems [in 
real-time contests on the site]. Sol was a 
member first. What | learned early on is 


that TopCoder attracts like-minded people | 


[with theoretical backgrounds and algo- 
rithmic abilities ], and when it launched 
[TopCoder Employment Services in Sep- 
tember], | thought this would be a good 
pool to access 


What's unique about the service? It 
gives you a self-selected group. Some took 
five or six contests to get a good rating 
[which provides benchmarking against all 
other coders within a division for TopCoder 
matches]; others took 40. But those peo- 
ple have great qualities too because they go 
out on their own to develop their skills 
Aptitude you have to be born with; 
experience comes with experience 


Does the push for standards and Web 
integration require different pro- 
gramming skills? People have to do 
more with less, so integration is important 
But somebody has to build components, 
and there will still be problems building 
from scratch. A lot of programmers don't 
know how to build the bottom layer. We 
need both at Apex 


Did you look at a new hire’s contest 
history to see how he solved prob- 
lems? Yes. Any company looking for top 
talent is going to need to have someone in- 
volved in the process of analyzing the skills 
of the people being interviewed 


AND THE WINNER IS... . 


John Dethridge. Check out our chat with 
TopCoder’s “best programmer in the world” 


QuickLink 34846 
www.computerworld.com 
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Develop a Supplier 
Contingency Plan 


OBODY WANTS a supplier to go out 

of business, lose key people or get 

acquired. But sometimes it happens. 

Who would have imagined that World- 

Com or Arthur Andersen could disinte- 
grate? In today’s market, you need to prepare for the 
unforeseeable. Develop a supplier contingency plan to 
anticipate potential disasters and develop alternative 


courses of action. 

It isn’t cost-effective to 
build a contingency plan 
for every supplier. Build a 
plan for your most critical 
suppliers — the ones 
whose failures could crip- 
ple your ability to operate 
in the short term. If you 
have already segmented 
your suppliers [see “Di- 
vide, Conquer, Save,” 

QuickLink 31953], you’ve 
got a good start. Otherwise, 
do a quick inventory to de- 
termine which supplier 
failures would leave you 
most vulnerable. 

Develop a supplier con- 
tingency plan for each critical suppli- 
er, excluding extremely financially 
sound companies such as IBM or Mi- 


crosoft. Periodically, you should do the | 


following: 

= Estimate the probability of failure. Ob- 
tain financial data (such as an annual 
report or 10-K and 10-Q filings) and 
study opinions from rating agencies, 
analysts and the trade press. Talk to 
the supplier’s subcontractors, alliance 
partners and major customers. Look 
for informal warning signs — more 
than one layoff, high turnover and 
water-cooler gossip. 

® Assess the impact of a potential failure. 
Could you continue operating in a re- 
duced capacity? Determine how long 


you could operate after the 
supplier disappears. A fail- 
ure of an ASP might result 
in chaos within minutes, 
while a hardware vendor 
failure might not cause se- 
rious trouble for months. 

= Evaluate your current treat- 
ment of the supplier. Are you 
doing anything that might 
contribute to it going un- 
der? Are there any preemp- 
tive actions you should 
take immediately? 

= Protect yourself contractu- 
ally. Are products, services 
and costs accurately re- 
flected in the contract 


| terms? Clearly define your rights in 
| the event of a bankruptcy or change of 
| control — under what terms are penal- 


ties imposed, and at what point can 
you back out of the contract? Obtain 


| the right to hire the supplier’s people 
(directly or indirectly) upon change of 


control. Escrow source code for soft- 


| ware companies at risk. 


® Monitor the supplier regularly. Keep 


| tabs on financial performance and an- 


alyze performance against cost and 


| service provisions. Require shaky sup- 
| pliers to update you on a regular basis. 
| Decide when a predetermined contin- 

| gency plan needs to go into effect. 


Establish clear procedures for operat- 


| ing in contingency mode as well as cri- 


teria for returning to normal. 

In addition to developing a contin- 
gency plan, consider contracting with 
backup suppliers. You will need to 
compensate them for their time and ef- 
| fort. Pay them a retainer or give them 
business in another area while they 
wait, with the promise of more if the 
primary supplier fails. Make sure that 
your backup suppliers have all the in- 
formation necessary to do business 
| with you on a moment’s notice (such 
as configuration data and parts num- 
bers). Develop a cutover plan specify- 
ing all of the activities that will have to 
take place in the event that the current 
supplier fails. 


The Challenges of Bankruptcy 
Under the intense pressure of bank- 
ruptcy, suppliers often continue to 
function but allow service to degrade 
to unacceptable levels. But companies 
that file for bankruptcy protection op- 
erate under the supervision of the 
courts, so even if the service agreement 
is violated, you may not be able to get 
out of the contract or force the supplier 
to meet its contractual obligations 
without the court’s permission. Resolv- 
ing these issues can take months and 
can heavily impact your business. If 

| you get any warning that the supplier is 
about to go under, activate the backup 
supplier to fill in potential product and 
service gaps. 

Today’s uncertain market demands 
proactive planning. Prevent expensive 
downtime and crisis management by 
developing a supplier contingency 
| plan for your critical suppliers before 
they disappear. The time and effort in- 
volved is your best insurance against 
supplier failure and costly business in- 
terruptions. D 


WANT OUR OPINION? 


For more columns and links to our archives, go to 
www.computerworld.com/opinions 
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Is the IT department at your company 
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Softline Systems is seek- 
ing qualified Programmer 
Analysts, Systems Anal- 
yst, Database Designers 
DBA's, Software Engin- 
eers and other computer 
professionals for various 
positions to work at client 
sites throughout the US 
to Softline 

Inc 1600 
Providence 
Walpole, MA 


Boston 
Highway 
02081 


TEST EXECUTION SPE- 
CIALISTS. System Testing 
Company in Houston, TX 
seeks bilingual Japanese 
Traditional Chinese/English 
testers on multiple c 
ration Desktop and Work- 
Strong 
and 


nfigu 


Station systems 


Hardware knowledge 
BS degree in CS or related 
field. Apply to: NTS-XXCAL 
(at HP), C/O Eugene 
Koshenina, MC 070509 
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Senior Oracle Database 
Administrator Will manage 
database needs of multiple 
Oracle-based enterprise busi- 
ness applications, including 
complex backup and recover 
plans, development life cycles 
and performance tuning. Will 
project long-range requirements 
for database administration and 
design in conjunction with IS 
managers. Will manage corpo 
rate ERP and CRM Oracle data 
base systems on UNIX. V 
design and reverse engineer 
omplex data structures utilizing 
CASE tools including Oracie 
Designer naintain corpo 
rate data ary and ensure 
consistency Jata modeling 
Will create development stan 
dards for processes interacting 
with the database including per 
formance criteria, recovery 
naming conventions 
vise projects and 
in tasks including bu 
to the following: installation of 
Oracle Enterprise Server on 
and multiple UNIX 
C acie database 
migration and upgrades; cre: 
ation of SQL statements and 
UNIX. Requirements: Bachelor's 
degree (or for equiv) in any field 
r years (4) experience ir 
offered or in the related 
f database adminis 
dernonstrated 
Yracie database 
SQL language 
shell scripting 
$66,000/year 
yloyment (m 
week) and stan 
efits. Multiple 
Submit 2 
and respond to Case 
)11322¢ Labor 
Yffice, 19 Staniford 


yor, Boston, MA 
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port for in-h J. apps. & 
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install & support th party 
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rollout of s & tech. solutions 
for Legal/C ance groups in 
US & UK. Create/maintain app 
support documentation 
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variety of IT service provide 

ct. Mgmt., SCS 
port teams, etc 

drive 


sSfully 
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ws (may be 

exp. in phar 

exp. working 

S Web Server 

Office, Windows 

ore tect tus Notes (E 

3 yrs. exp. working w/ VB 

ASP, COM & Oracle; 3 yrs. ext 

integrating new tech. into exist 

Resume: Ms 

Nancy Borst axoSmithKline 

5 Moore Dr., Stt 8D 

Research Triangle Park, NC 
27709 


ng infrastructu 


-rogrammer/Ana s KPG 
Ir Metro STL) Mainframe 
position: test, and implement sys 
apps. using MVS, TSO/ISPF 
COBOL 
Notes 
X.25 
perform bend: dumps 
analys' gging and test 
scripts. 2) Web Apps. positior 
develo; jules using ODBC 
ASP and dure 
write SQL cails 
dbs; develop/maintain Client's 
E design Client's 
ter Forms using ASP 
JavaSc COM 
A 00 plar 
sing Java 
Beans 2 JavaAWT 
desigr 3D Studio 
Max, Photoshop and Illustrator 
Req. BS/BA or the equiv. in CS. 
EE, CIS or MIS pilus min.6 mon 
exp. Full time/competitive salary 
Resume to ad@kpginc.com. No 
calls 


VP, Business Development 
OpTun, inc. a leading designer 
and manufacturer of optical 
components, seeks qualified 
applicants for the position of VP. 
Business Development. Will 
define target markets and devel 
op long-term customer partner- 
ships. Will identify customer 
requirements and oversee 
development of engineering 
solutions. Requires MBA & BS 
in Comp. Sci. or Elect. Eng., and 
7 years experience in telecom. 
munications marketing manage. 
ment. Candidate must also have 
expertise managing develor 

ment of third-party vendor rela 
tions, and expertise in business 
plan development and imple 

mentation. Send resume to 
248( Sand Hill Road 
Sunnyvale, CA 94025, attn: HR 


2-mail: hiring@optun.com 


Edifecs seeks ED! Prog/Analyst 
for Bellevue office: DESC 
Analyze, dsgn, dev & test info 
sys, RDBMS & multi-tier distr 
apps util EDI standards, tech, & 
meth SQL VE C++ 
RationaiRose, & XML on Win 
based o/s. Rsrch new techs & 
standards. Write doc & specs for 
standard mngmnt tools. REQS 
BS in Eng, CS, Math or Phys + 1 
yr exp in the duties of the job 
offered, or 1 
isgn, & test info sys, ROBMS & 
apps util EDI standards, tech, & 
meth, SQL, VB, c/s tech, & Win 


based o/s. Prem. sai bns. & 


r of exp analyze 


benes. Pis ly to J. Williams 
Job ) 1 Edifecs 
Commerce, 16625 Redmond 
Way, Ste. M #468, Redmond 
WA 98052. EOE 


Software Engineer 


Design, develop, & test appl 
cations software. Research & 
develop new systems & strate 
gies. B.S. in CS, CE or ret 
wiabil. to use DOS, Crysta 
Reports, Sybase, C, C++ 
Visual Basic 5, Visual Basic 6 
MS SQL, MS SQL Server 7 
ODBC, ADO, PC Technical 
Support Computer Tech 
COBOL, MVS JCL, SQL/DB2 
40.0 hr/wk. 9-5. Send resume 
to: Mr. Trifon Krastev, Pres 
Champion Group, Inc., 2175 
Plantation Lane, Atlanta, GA 


3 


ical Support Specialist 
5p. 40 hrs/wk. Review, test & 
troubleshoot prgm; perform par 
allel runs to verify systm accura 
y/compatibility, provide tech 
support/updates to information 
techne y personnel & users. 
impimt results, train users & 
prep t documentation using 
Oracle, SQL, VB, Crystal Report 
& Windows. Educational Req 
Bach or equiv in Comp Sci or 
Engg, Info Systms, Electrica 
Electronics or related fieid of 
Engg. 1 yr exp in job offd or as 
Systms/Prgmr Analyst or Prgmr 
Resume: Nextgen Infotech, In 
2090 Beaver Ruin Rd., Ste 600 


Norcross, GA 30071 


ENGINEERS 

All levels including Jr. Sys 
Eng. SW Eng. & Jr. S 
Eng. Develop, install & main 
tain Opus incl. SQA products 
Create specs for custom 
apps., solutions dev. & tech 
Support. S/W Eng. req. use 
of Lotus Notes & Lotus 
Scripts. Req: Bachelors in 
Comp. Sci., Electrical Eng. or 
Compute Eng. 40-hr/wk 
Job/interview site: Ventura 
CA. Send resume to Elixir 
Technologies Corp., 2151 
Alessandro Dr. #200, Ventura 
CA 93001 


1 Mena oes 


Comp. Programmer 
for educational insti- 
tution. BS degree & 
exp rqrd. Comp sal. 
Send resume to: 
National Learning 
Center, Inc. d/b/a 
Westlake School, 
Attn. Mr. Pepitone Il, 
8950 Stirling Rd, 
Davie, FL 33126 or 
fax (954) 473-0770. 


Programmer Analyst (AS/400) 
needed w/exp to design, deve 
op, implement & maintain cus 
tomize programs for AS/400 
applications using RPG ILE, Cl 
ILE, SQL/RPG, DB2/400 & 
JWatk/400. Design & develop 
web-based applications using 
JavaScript HTML cGi & 
AS/40€ data 


Maintain, implement & cus 


connectivity 


tomize barcode labels for 
Warehousing using TL Ashford 
GUI Version). Send resumes tc 

Manchester Technologies, In 

185 NW. Spanish River 
Boulevard, Suite 270, Boca 
Raton, FL 33431 


Software Engineer wanted fc 
Youngtech Inc, in Edison, N 
Must have a Master's degree in 
computer s ce with at least 2 
years work experience. Jot 
Duties include designing and 
developing architecture for 
ordering and provisioning sys 
tems using distributed object ori 
ented database technology 
CRM and other software deve’ 
xpment tools, and implementing 
high performance network plat 
form systems using IEEE net 
work protocols and equipments 
Please send resume to HR 
Dept., Youngtech Inc, 2147 Rt 
27, 1st Floor, Edison, NJ 08817 
Fax Number: 732-650-9668 


ADVERTISEMENT 


Database/Web 
Programmer (Houston 
TX): Designs, develops 
and maintains company’s 
database, website, online 
real estate transaction 
report program using ASP, 
JSP, Java, XML, IIS, SQL 
Server, TIBCO Software, 
DataFlex and WyidFyer. 6 
mon. related exp. Contact 
Philip Leung of RE/MAX of 
Texas at (281)828-9680(F) 


—<—<— 
Information Technology Officer 

the west suburb to 
administer ndows 2000 WAN 
Premier || banking system 
Director imaging system and MS 
Email . Install and configure soft 
ware and hardware. Develop 
and implement data security 
disaster recovery and informa 
tion technology policies. The 
ideal candidate will have a 
Bachelors degree in business 
management, Windows NT 
Server Microsoft Certified 
Professional, and will have 
Computer information System 
Network Administration Cer 
tificate. $52,500 per year. Send 
resume to P.O. Box 200 
Clarendon Hills, IL 60514 Attn 
CFO, ph#630-321-5234 


COMPUTER ENGINEER 
Analyze software and hardware 
installation of software systems. 
Oversee installation of hardware 
and software. Technical assis- 
tant to program users. Develop 
new subroutines. Expand pro- 
grams. Review results of com- 
puter runs to determine necessi- 
ty for modifications or reruns 
Req. Bachelor's Degree or 
Foreign Equivalent plus 2 years 
f experience in job offered 
submit Resume to: Macion Star 
Inc. 3002 NW 72nd Ave, Miami. 
Florida 33122 Att: Luis 


Martinez 


Programmer Analyst: Use 
C + +, C, Java, PL/SQL 
Carry out syst. analysis and 
programming with testing 
change control and man- 
agement. Des., dev. and im- 
plement Intranet and inter- 
net applications. Develop 
API/Middieware for various 
Oracle based applications 
BS in CS/Maths+ 4 yrs of 
experience. Mail resume to 
Devotee Corp.,Red Roof 
Inn, 6710 Shannon Parkway 
Union City, GA 30291 


Software Engineer sought by 
New Jersey based Comp 
S/ware Consultancy Firm to 
translate customer requirements 
into software based solutions 
Must have a Bach or equiv in 
Comp Sci or Engg & 2 yr s/ware 
exp using ProC/C++, Shell 
Oracle, PL/SQL on Unix-Sun 
Solaris platforms in software 
applications for new technolo 
gies for Latin American telecom 
markets. Strong Spanish oral 
and written communication skills 
required. Respond to: HR Dept 
Sysfour Solutions, LLC, 3530 
Route 27, Suite 203, Kendal 
Park, NJ 08824 


Programmer Analysts need- 
ed for Madison, WI. Seeking 
qual. cand. possessing BS 
or equiv. and/or rel. work 
exp. 2yrs. of the req. rel 
exp. must include working 
with JCL & Cobol. Work with 
3 of the following: Visual 
Basic, JCL, DB2, Cobol 
Java, CICS & SQL. Fwd 
resume & ref. to Information 
Resource Group, Inc. 911 
Westwood Dr., Jefferson 
City, MO 65109. An Equal 
Opportunity Employer/AA 
M/F/DIV 


IT Pr t Manager for Medina 

OH t n and develop methods 

and procedures for implementing 

program, directs and coordinates 

ct activities. and exercises 

Prepares and develops 

new systems to improve produc 

Must have excellent knowl 

Server 

UNIX 

Min Bachelor Degree or equiva 

ent. Previous programming and 

project management experience 

required. Resumes to: e-JobAds 

7, 27113 Brookpark Rd 

Ext. North Olmsted, OH 44070 
No calls. EOE 


Computer Systems 
(Greenwich CT) 

Analyst needed to create ports & 
systems needed to support 
company's management infor- 
mation needs. 35hrs/wk. Req 
B.S. in Business, Computer 
Science or Engineering field 
plus 2 yrs exp in job or 2 yrs 
related Project Engineer/MIS 
Analyst exp. Exp must include 
knowledge of Business Objects 
Visual Basic Systems 
Development Life Cycle, & 
Oracle Emai resume to 
PartnerRe, c/o recruiter@part 
nerre.com 


Programmer 
Analysts/Software 
Engineers for s/ware 
co in Skillman, NJ. All 
positions 

degree _ in 
Sci/Comp Eng/Math 
or reltd field & 1-3 yrs 
exp. Resume to 
Optimal Solutions 
Inc, 3 Richmond Dr, 
Skillman, NJ 08858 


Software Engineers & 
Programmer Analysts 
for s/w co in Camp Hill, 
PA. All positions req 
Bach. degree in Comp 
Sci/Comp Eng or ritd 
field & 1-3 yrs reltd exp 
Send resume to: Rashi 
Information Services, 
214 Senate Ave, Camp 
Hill, PA 17011, attn 
Ravi Jaganmohan 


F/T Prog/Analysts to analyze. 
design, develop, test & maintain 
appls using C, C++, Java 
HTML, Oracle, SQL Server 
Deiphi, COSMOS, LISP, etc 
under Windows, UNIX, vxWorks 
OS; evaluate user requests for 
enhancements to existing pro- 
grams & creation of new pro- 
grams, determine tech feasibili- 
ty; document program dev 
process, logic, coding, and cor 
rections. Require: B.S or foreign 
equiv in CS/Computer Engg with 
2 yrs exp in IT. High Salary 
Travel involved. Resume to: HR 
Get Proof, Inc. 3050 Royal Bivd 
S., Ste 195, Alpharetta, GA 
30005. 


S/W Engineers to analyze 
design develop implement 
CRM, client/server, web appis 
using Java, Clarify suite, VB. 
PB, Sybase, Oracle, PL/SQL 
MS Access on Windows, Unix 
Sun Solaris OS; interact with 
users and obtain user req; con 
duct sys analysis, performance 
tuning; test and troubleshoot 
project app!; train end users and 
team members. Require: MS or 
foreign equiv . in CS/Engg (any 
branch) with tyr exp in IT 
Competitive salary. F/T. Travel 
involved. Resume to:HR, ABZ 
Consulting, Inc. 2600 Century 
Pkwy, Ste 100, Atlanta, GA 
30345, 


Software Engineers/ 
Programmer Analysts 
(multiple positions) 
sought by New Jersey 
based Comp S/ware 
consultancy Firm. Must 
have a Bach or equiv in 
Comp Sci or Engg & 1 
yr s/ware exp. Respond 
to: HR Dept., Sysfour 
Solutions, LLC, 3530 
Route 27, Suite 203, 
Kendall Park, NJ 08824 
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careers.com. 


Nien as 
NETWORK WORLD, 
COMPUTERWORLD, 

ND INFOWORLD 
HeELp YOU Do 


A BETTER JOB. 


Now Let. Us HELP 
You. GET ON 


CALL: 
1-800-762-2977 


IT CAREERS 


Programmer Analysts 
Systems Analysts 
Software Engineers, Min 
Edu-Bachelor’s Degree or 
equi some positions 
require Master's Degree or 
equi Min Exp-Adequate 
industry exp. Job may 
involve working at various 
locations throughout the 
U.S. SYSTIME Computer 
Corporation: Attn: OK, 300 
N. Continental Bivd. Ste 
480, Ei Segundo, CA 90245 


Software Engineer: Man 
design, draft specs, create s 
tern plans; develop, configu 
analyze various comp sys 
ware applics, web interfaces 
custom reports, custom GUI & 
internet applics; manage cli 

& client integration issues; define 
& determine bus & sys reqs; pr 
vide tech solutions for bus sy 
use Oracle, SQL Server, Access 
97/2000, VBScript, Visual Basic 
Java, Perl, C/C++, ASP, JSP. 
JavaScript, HTML, Cystal Re 
ports, & DataBeacon. Quailif 
BS in comp sci or rel fi 

mos exp in job offrd. F 

to 646-792-9210, attn 
HR-Sttwr Engr Pos. 


Trusted by 
more 
hiring 

managers 

than any 
IT space 
in the 


world. 


Engineering Application Special- 
ist Atlanta, GA - identify defe 
mM products, throughout the 
entire product life-cycle. Work 
with a team of software engi- 
neers to test software, on-line. 
and hardcopy manuals for appli 
cations in the areas of Visual 
Simulation, Digital Photogram- 
metry, and Image Processing 
Ensure accurate and timely test 
plan execution and coordination 
with the documentation process. 
MS in Geography (specialized in 
Remote Sensing and GIS) and 
3+ years of software testing 
experience, familiarity with cur 
rent ERDAS products, under 
application 
Jevelopment environment, un 
derstanding of QA tools, in 
Jepth Micro-soft Windows and 
UNIX experience, experience 
with installing onfiguring, and 
testing computer peripherals 
experience with ArcGiS 
ERDAS, LLC ody .stepakoff 


Qgis.leica-geosystems.com 


Programmer Analyst: To work in 
various unanticipated locations 
throughout the U.S. Duties 
Under direct supervision devel 
op, test and document comp 
programs including LAN/WAN 
systems and network communi- 
cation programs. Evaluate user 
requests and software program 
rements for new and mod: 
‘ams. Write specifica 
and debug com 
Use of Cisco 
Frame Relay, ISON 
TSO/IP, Novell 
and Windows NT. Req 
Bachelor's degree in Computer 
r Electronics 
year in the 
job offerec year in a related 
cupation including 
Analyst or Consultant 
Hrs/wk, 8AM-5PM, $54,000/yr 
Must have proof of legal author 
ty to work in the Unite 
Send your resu' 
Workforce Center 
Kimberly Road 
Davenport A 
Please refer tc 
A1101639 


advertisement 


test 


ENGINEER 


mplement 


f 
and support appli 


C++ 


Crystal Reports 

UNIX, iRMX 

perating sys 

qui M.S. degree ir 

puter S 

josely related field with 

f experience in the 

Extensive trave' 


ments. various cli 


the U.S. is required 

npetitive salary offered 
Apply by resume to: Sudhakara 
Ravoori, Sai Technical 


Denton 


Lewisv 


Basic 
Sybase 
t rer 

Oracle Financials, Cobol, Db2 

s, AS/400, JOEDWARDS 
Lucrative compensation. Please 
E-mail your Resumes to the fol 
wing address: RESUMES@ 
COMDATAUS.COM Attn. HR 
Department, Comdata Cons 
ulting, Inc., 961 Busse Road, Elk 
Grove Village, i. 60007. VISIT 
WWW.COMDATAUS.COM For 
More Details 
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TECHNICAL SERVICES MAN 
AGER to perform detailed study 
and analysis of business 
processes of client companies 
to recommend IT-based BPR 
strategies for optimizing efficien: 
cy; Develop functional specifica- 
tions of sales applications for 
planning control and MIS 
Establish work plan, staffing 
needs, arrange technical recruit 
ng and assignment of personnel 
for BPR and software develog 
ment projects utiliz nical 
background in BPR, as well as 
C++, Java, J2EE developer 
XML, WebLogic, WebSphere 
Tomcat Ora Visua 
Basic.net, ASP.net, ADO.net 
with SQL Server Database or 
UNIX ry) syste 
Require Jegree ” 
Computer 2, Business 
Administration/Management r 
a closely related field, with 
years of experience in the 
offered. Extensive trave’ 
assignments to various 

sites within the U.S. is requir 
Competitive salary »ffe 
Send resume A 

resume to: Shri € 

Technologies 

Holcomb Bridge R 

Norcross, GA 3007 


COMPUTER 

PricewaterhouseCoopers 
Internal Firm Services (IFS) 
US IT has opportunities for 
experienced professionals in 


the area of Applications Dev 


elopme: upport Special 


Oracle Financials to perform 
applications development, full 
life cycle implementation & 
assessment of Oracle Finar 
cial Applications. Positions re 
quire a BA/BS degree with 1 to 
5 yrs related exp & knowledge 
of Oracle, Unix & Develeper 
2000 or equivalent exe »b 
site/location: Tampa, Florida 
Interested candidates please 
reference job code 4Q7PNM 
and e-mail resume tk 
gts.recruiting@us.pwcglobz 
om. Employer wil 

er applicants authorized 
work for any employer Ir 


U.S. No phone cails plez 


CONDOL INTERNATIONAL 


cipal Consulta 

soord. & participate 
in projects to provide custom 
PeopleSoft applications 
quires degree + extensive 
exper. incl. PeopleSoft cus 
tomer support, UNIX, SQR 
Oracle DBMS. invoives travel 
80% of time to No. & So. CA 
client sites. Travel expenses 
paid by employer. Send res 
ume to: K. Marshall, Condol 
nternational Hughes 


Suite A200, Irvine, CA 92618 


me 
tem 

MS SQl 

XML, SO. 

under Windows 2 
system. Require: B.S 
Computer enc 
Engineering disciplir 

josely related field with 
years of progressively resp 

bie experience in job 

or as a Programmer/ Analy 
Programmer. Competitive 
offered. Send resume to: Ai > 
Krempa, Flagstar Bancorp, 5151 
Corporate Drive Troy MI 
48098-2639; Attn: Job KR 


careers 


Horseheads, NY. Design/modify 

lement/troubleshoot financial 

modules & sftwr sol’n per user's 

needs using PeopleSoft v7 & v8 
Oracle, SQL, VB. Coordinate 

ction through b 
les using BMC. Coord 
system fixes & interface 


Sys 


wk 
resume 


enhnemnt 
hb mair 


atalog content 


yrs exp 
with PeopieS 7 v8, BMC 
Ntrol-M job scheduler, SQL 
App. Eng 
Manager, Query 
wk. 8 


SENIOR SOFTWARE ENG 
NEER to design, develop, imple 


ment, test and maintain 


SQL 
Programming. 
Windows NT and Unix 
uiti-thread pro 
OO Design and 
patterns; Ensure that 
and objectives of projects 
accomplished within pre 
ribed time frame and funding 
parameters Supervise and 
programmers and 


B.S. degree 


with 
ely responsi 

n the job offered 
grammer/Analyst 
on assignment 

t sites within the 
ired. Competitive 
Apr sme 


Director 


ware 


Manager 
Managers 


ng IT consulting firm with U.S. 


headquarters in Irving, TX, is 


oking for qualified IT 


Mayes software, Inc a lead 


rofessionals and !T Business 
velopment Directors 


positions, we need expe 


ftware Engineers 
jrammer Analysts/Systems 
with the following skill 
Vantave: 

va/ASP/EJB 


Visuai Basi 


ent 


ctronics ated field, a 
ness development/mar 


ai experience 


Positions may req relocatior 

various job sites throughout 
the United States. Qualified 
applicants send resumes to: HR 
Manager, Majesco Software 
Inc., 222 W. Las Colinas Bivd 


Irving, TX 75039 





| Women In TECHNOLOGY INTERNATIONAL 


Women in business & technology: 


If you dream big, 
you need to network big. 


pin WITI 


WOMEN IN TECHNOLOGY INTERNATIONAL 


As a woman in business, technology or the professions, you deserve a network as big as 
your aspirations — whether your career is in full stride or transition. 


Your GLOBAL NETWORK 


WITLI is the only international! organization dedicated to advancing women through technology 


WITI's growing membership, including media and corporate partners, provides access to more than 1 million 
women throughout the world... smart women who understand that WITI offers the opportunity to advance 
their expertise while building their personal/professional networks 


Support, ENABLE, MENTOR, LEAD 
These are WITI's core values. They add up to this: women using, 
understanding and mastering technology to empower themselves 


and each other — in every business and profession. Join Now! 


Exc.usive WITT Memsber BENEFITS Take advantage of our special year-end discount 
w Network with successful women in business and 


on WITI’s Annual Membership. 
the professions around the world 


Visit witi.com or call 800-334-9484. 
Benefit from career and professional development services, 


technology information and products 
Participate in chapter meetings, conferences and events 


Expand your network online at witi.com — WITI's members-only listserv gives you fast answers 
from smart women 


Find career opportunities and post your resumé online at WITI4Hire 


Highlight your talents and accomplishments for colleagues, companies and career-builders 


ROFESSIONAL 
#SSOCIATION 


Advancing Women Through Technology 
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IBM Licenses 


impose a process into the en- 
vironment that involves too 
much administrative time and 
operational uncertainty,” said 
Kaberon, who was co-chair of 
a license manager user com- 
mittee opposed to ILM. 

IBM announced its decision 
to abandon work on its much- 
delayed ILM tool in a terse 
note posted on its software 
pricing Web site during the 
last week of November. The 
decision was prompted by 
user feedback relating to the 
perceived “intrusiveness” and 

management overhead” of 
the license manager technolo- 
gy, said Marcy Nechemias, a 
pricing manager at IBM. 

“A lot of the concerns were 
perceptions rather than reali- 
ty,” she said. “But the percep- 
tion was so strong, this was 
probably the only thing we 
could do.” 


IBM’s Intentions 

ILM was announced in Octo- 
ber 2000 along with IBM’s 
zSeries mainframes. The tool, 
which IBM was building into 
its z/OS operating system, was 
expected to make it easier for 
IBM and third-party vendors 
to ensure that users were us- 
ing their software in compli- 
ance with the terms and con- 
ditions of their licenses 
[QuickLink 24651]. 

ILM was also supposed to 
facilitate the delivery of IBM’s 
flexible and lower-cost vari- 
able Workload License Charge 
(WLC) model because it pro- 
vided a mechanism to mea- 
sure software usage for billing 
purposes. IBM made ILM a re- 
quirement for users who 
wanted to sign up for z/OS 
and its variable pricing option. 
But ILM, which was originally 
slated to ship in early 2001, 
kept getting pushed back. 

“Had IBM's License Manag- 
er been available on plan, 
users could have been coerced 
into using it as a prerequisite 





to Workload Level Charges,” 
said Phil Payne, president of 
Isham Research in Great 
Stukeley, England. But IBM’s 
delay in shipping ILM may 
have cost it that leverage, 
Payne said. 

Several users have already 
moved over to z/OS, while 
those who have signed up for 
variable WLC are taking ad- 
vantage of an interim IBM 
technology called the Sub- 
Capacity Reporting Tool 
(SCRT). Like ILM, SCRT al- 
lows users to capture average 
software usage information. 
But the usage-reporting re- 
quirements and overhead as- 
sociated with SCRT are less 
onerous than with ILM. 

“For the majority of users, 


NEWS 


the Sub-Capacity Reporting 
Tool is proving perfectly ade- 
quate,” Payne said. “Adopting 
the license manager would 
bring no fiscal advantage, and 
mainframe users who are 
asked to jump through hoops 
need a business case to do so.” 

ILM’s potential ability to 
check an IBM software prod- 
uct’s license status before al- 
lowing it to start was also a 
concern for users, said Al 
Sherkow, president of I/S 
Management Strategies Ltd. in 
Whitefish Bay, Wis. 

Many users believed that it 
would give IBM the ability to 
remotely switch off access to 
software at user sites for fail- 
ure to comply with license 


terms, he said. 


“] think there has been hesi- 
tation by some customers who 
were concerned with ILM's 
strong-arm approach,” 
Sherkow said. “Though ILM 
was never supposed to stop an 
installation from ‘starting’ an 
IBM product, customers were 
concerned about that.” 

While acknowledging that 
such concerns were what 
pushed IBM to drop ILM, Ne- 
chemias emphasized that it 
was never IBM’s intention to 
use ILM in such a manner, al- 
though third-party software 
vendors using the product 
could have done so. She added 
that IBM will continue efforts 
to develop a more amenable 
license manager technology 
for mainframe users. 


Key App Gap Keeps 
Linux From Desktops 


Calendaring 


and scheduling tools still 


missing from open-source system 


BY TODD R. WEISS 
BOSTON 
HE VISION OF run- 
ning Linux on corpo- 
rate desktops has 
gained ground dur- 
ing the past 18 months, as full- 
featured office productivity 
software has become a reality 
and improvements have been 
made to the Linux kernel and 
to installation and administra- 
tion tools. 

But even though the open- 
source operating system has 
moved closer to filling desk- 
top needs, nagging gaps re- 
main, said users and analysts 
at last week’s Enterprise Linux 
Forum Conference & Expo 
here. In some cases, they 
added, the lingering lack of 
needed functionality is mak- 
ing it hard for IT managers to 
switch their users to Linux. 

Shawen Donnellan, director 
of software development at 





Amherst Corporate Computer 
Sales & Solutions in Merri- 
mack, N.H., said about 10% of 
the PC reseller’s several thou- 
sand customers have asked 
about Linux, partly because of 
increased costs for Windows 
licenses. But many efforts to 
migrate have faltered because 


| of a lack of collaboration, cal- 


endaring and scheduling soft- 
ware for Linux, he said. 
Prospective Linux users 
“are just dead in the water” if 
they can’t use such applica- 
tions, said Donnellan. “It’s 
what kills them. You get so 
tantalizingly close.” Donnellan 
added that other needed ap- 
plications are already avail- 
able, including the Open- 
Office.org software suite and 
Sun Microsystems Inc.’s 
StarOffice 6.0 products. 
Boston-based Ximian Inc. 
has developed calendaring 


| and scheduling tools for users 


of its Linux-based Ximian 
Evolution groupware client 
that are similar to those in Mi- 


| crosoft Outlook. But the Ximi- 


an tools work only with Mi- 
crosoft Exchange Server 2000, 
not the older Exchange Server 
5.5. Donnellan said that cuts 
out most of his customers, 
who don’t want to upgrade to 
Exchange Server 2000. 

At least one other option 
has appeared: SuSE Linux AG 
said its new SuSE Linux Open- 
exchange Server software 
should provide virtually all of 
the needed calendaring and 
scheduling features. But the 
upgraded Linux distribution 
isn’t yet widely available. 

“This is just a typical part of 
the process,” said Dan Kusnet- 
zky, an analyst at IDC. “Some 
vertical markets find that 
most of the pieces are already 
there, while others find that 
some pieces are still missing.” 

According to Jonathan Eu- 
nice, an analyst at Illuminata 
Inc. in Nashua, N.H., software 


| . 
| developers will eventually 
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IBM’s Tivoli Software 
group, which recently released 
a license manager for client 
server software, is planning to 
deliver a similar technology 
for zSeries users, Nechemias 
said, although she was unable 
to say when. The Tivoli li- 
cense manager technology for 
z/OS is expected to be less in- 
trusive than ILM because it’s 
not being integrated at the op- 
erating system level. 

“This is about coming to an 
agreement on the software in- 
ventory at a customer’s site,” 
Nechemias said. “We don’t 
want to be charging for soft- 
ware that customers are not 
using, and we don’t want them 
to run software they are not 
paying for.” D 


You get so tan- 

talizingly close 
[to being able to use 
Linux on PCs]. 


TWARE DEVEL 
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build the needed applications. 
“But it takes a wellhead of 
pressure [from users] to make 
that happen,” he added. 

Robert Borochoff, 
research scientist at the Ad- 
ministrative Office of the U.S. 
Courts in Washington, said 
Linux is among the operating 
systems being considered to 
replace a Sun Solaris 7 instal- 
lation that runs on Intel-based 
systems and supports about 
32,000 end users in 400 feder- 
al courthouses. 

But a key runtime tool for 
PeopleSoft Inc.’s packaged ap- 
plications doesn’t run under 
Linux, and Borochoff said the 
Pleasanton, Calif.-based com- 
pany has said that it won’t 
port the tool to Linux. But the 
courts have invested too much 
money in PeopleSoft’s appli- 
cations to replace the soft- 
ware, he said. D 


a senior 
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‘Time to PONI Up 


ERE’S A NEW NUMBER to keep in mind for when 
you’re thinking about ROI: $1.65 million. That’s how 
much each of five Wall Street investment houses will 
pay as part of a settlement announced last week with 
the U.S. Securities and Exchange Commission, stem- 
ming from their inadequate systems for archiving old e-mail mes- 


sages (see story, page 7). 


Or maybe ROI isn’t the right acronym. This isn’t really about re- 


turn on investment. It’s 


about PONI: the price of noninvestment. 


These Wall Streeters didn’t invest in good e-mail archiving systems. 
Now they’ll have to — after they pony up $8.25 million in fines. 


Did these brokerages really ignore the SEC’s 
rules for preserving e-mail to and from cus- 
tomers? Probably not. In most cases, the mes- 
sages apparently were saved. 

Trouble is, they were saved on backup tapes, 
or on employees’ individual PCs, or in places 
where they might easily be erased — not ina 
secure, easily accessible place where regulators 
can get to them as required. And since that’s 
the point of the SEC’s record-keeping rules, the 
ad hoc approach didn’t cut it. 

So why didn’t Deutsche Bank, Goldman 
Sachs, Morgan Stanley, Salomon Smith Barney 
and Piper Jaffray see this coming? Chances are, 
they just didn’t figure they’d get enough ROI 
from a fancy-schmancy e-mail archive to make 
it worth the cost of building it. 

And who can blame them? We're all a little 
ROJ-crazy right now. ROI is our first-line filter 
for IT projects. Money is tight. We need cost 
savings or increased business or both. The 
projects that show the best ROI get funded. 
The ones that don’t — well, we’ll just have to 
make do without them. 

That’s a seductive approach — so 
objective, so dollar-oriented. And 
it’s probably an improvement over 
the decision factors we’ve some- 
times used in the past: political 
clout, squeaky wheels, most inter- 
esting technology, safest bet to fin- 
ish on time and under budget. 

But ROI isn’t enough. Especially 
if we assume there’s no PONI. 

That’s a lesson we should have 


market advantage over 

competitors, or streamline our operations. 

Y2k’s “return” was just staying in business. 
And the price of noninvestment? That could 


cut costs, or give us a 


have ranged from aggravating problems doing 
business starting Jan. 1, 2000, all the way to the 
total-societal-collapse scenarios mounted by 
Y2k doomsday prophets. In the end, we didn’t 
have to measure PONI. We made the Y2k in- 
vestment — ROI or not. 

Maybe it’s time to start calculating PONI for 
every project, and factor it in along with ROI 
when we make each project-funding decision. 

What’s the potential cost of not upgrading 
hardware or software? What’s the possible 
price of letting users work around bugs or of 
making do with an ad hoc approach instead of 
a special system? Inefficiency? Lost business? 
Regulatory problems? Irritated users? 

If we don’t take into account that do-nothing 
risk, we don’t have a true picture of what an IT 
project is worth to our organizations. 

Does that mean you'll have to assess the 
credibility of some wild and crazy worst-case 

PONI scenarios? Sure — just as 


you already have to throw cold wa- 


ter on ridiculously optimistic ROI 


projections. You'll have to get busi- 


ness-side users to think realistical- 
ly about the upside and the down- 
side of all your alternatives. 
But make the effort. It could be a 
crucial part of your business case. 
Because as those big Wall Street 
brokerages learned last week, 
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Wait Till Version 1.1 

This electronic document project is running two weeks 
late, and the panicked project manager needs some- 
thing to show company bigwigs at deadline time. “We 
could ship you the empty racks and cabinets, and you 
could say we'll be down in two weeks to do the inte- 

gration,” contractor pilot fish jokes. Manager likes the 
idea. “The bigwigs gave him all kinds of kudos for his 

‘on-time’ project,” says amazed fish. “And we showed 
up later with the actual guts of the equipment.” 


Aha! 
New coporte SHARK 
at aPC chard TANK. 


See mencciies 
; processing machines on 
: rolling stands. “One of 
- an intermittent bug,” 

: reports fail to get it fixed 
: — until fish nonchalantly 
: would cover the cost if 
: fell out of a sixth-floor 
window. “She said she 
: wasn't sure but would 

: Check,” says fish. “I 

: chines - but | never had 
: a problem again.” 


: But It’s So Simple! 
: Sysdmin at large remote 
: site gets the word: He 

: needs to install a service 
: pack for Windows XP on 
: tion: a quick visit to each 
: desktop to point each 

: Web browser at windows 
: update.microsoft.com. 

i “Internet access for the 


ing them away. “So IT 
help desk personnel are 
repartitioning and refor- 
matting more than 100 
of them, then opening 
the cover and pulling the 
wires off,” says a net- 
working pilot fish. After 
days of this, fish has a 
better idea. “I take a 
cordless drill and drill a 
hole directly through the 
drive in two places. 
Done in 15 seconds,” he 
says. “The help desk 


What if... 
Long, /ong ago 
at this IT con- 
sulting outfit, 
part-timers 
share several word- 


: pears as each PC begins 
: downloading its own 

: 100-plus MB copy of the 
: Service pack,” says pilot 
? fish on the scene. “He 

: said he never thought of 
_ downloading it one time 


FEED THE SHARK! Send your true tale of IT life to 


. You snag a snazzy 
Shark shirt if we use it. And check out the daily feed, browse 
the Sharkives and sign up for Shark Tank home delivery at 


computerworld.com/sharky. 


FRANK HAYES, Computer- 
world's senior news colum- 
nist, has covered IT for more 
than 20 years. Contact him at 


learned three years ago, while we 
were finishing up our year 2000 
projects. Y2k wasn’t about getting a 
return on investment. Y2k didn’t 


some IT projects are worth doing 
even if there’s no actual ROI at all. 

And $1.65 million is a lot to 
spend on a PONI.D 





Surprised? Perhaps you also didn’t know that VeriSign processes over 3.7 billion dollars worth of secure transactions per quarter. Truth is, VeriSign has spent 
the last seven years building a secure infrastructure for the Internet. Wed like to do the same for your business. VeriSign can help you deploy a trusted infra- 


structure so you can conduct secure communications and transactions. So your business can start making a few billion transactions, too. Mh 
ones 
eriSigiy 


Learn all you need to know about infrastructure security — and how VeriSign’s managed network and security solutions can 
help you - by downloading our new white paper: Cyber Security in the Age of Action. Visit www.verisign.com/ security The Value of Trust™ 





WHY NOT BE THE FIRST ON 
YOUR BLOCK WITH A SHIFT- 
ON-THE-FLY DATA CENTER? 


The processing power you need to deploy new applications already exists within your 
company's walls. It’s just sitting there. 


The server that’s running your CRM app is more likely to be operating at 45% of its capacity 
than 90%. And the one backing up your database, at 10%. If you could combine and access 
the idle processing power of the machines you already have, imagine how much easier it 
would be to deploy new applications and develop new revenue-producing services. 


At Sun, our goal is to drive costs and complexity out of the data center. Our vision for N1 
is to drive up utilization of the servers you already own and get them operating together 
like a seamless, single system. 


Instead of having systems administrators manually reconfigure and re-cable servers 
every time there's a need to shift or add new resources, imagine a single person abie to 
manage these changes from a single workstation. 


Instead of managing individual servers, imagine if your IT staff could better support your 
business objectives by responding in real time to the accounting rush at the end of the 
quarter. Or to the 10,000 customers clamoring for your newest services. They would 
transform themselves from systems administrators to proactive service providers. 


Our ultimate goal with N1 is to transform your data center into a strategic weapon. When 
your computing resources are working together as one, you become your competition's 
worst nightmare. You can add services faster than they can. Handle more customers than 
they can. Keep up with the ever-increasing demand for information and services. With N1, 
you're not just playing to win. You are winning. 
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